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Every Question Needs an Answer 


By Albert W. Frey 


Assistant Professor of Marketing, Amos Tuck School of Administration 


ITH the approach of the 
W New Year, resolutions will 

soon be in order. Shoe 
merchants will be determining goals 
that they will attempt to reach dur- 
ing 1927. Often such goals are set 
up without enough thought being 
devoted to the question of whether 
or not they are attainable and the 
manner in which such attainments 
can be realized. 

For this reason the following out- 
line of questions may be helpful. 
The merchant who answers these 
questions in the light of past and 
present conditions will muster to- 
gether a number of facts which can 
be used as a basis for future plan- 
ning. The list may not be complete; 
in answering these questions, others 
of importance may arise. 

The grouping under the 
various headings is somewhat 
artificial. There is consider- 
able overlapping, which 
brings out the point that, 
after all, all phases of the 
business are interdependent. 
A strong policy in one regard 
will not offset a weak policy 
in another. 


First Make a General Survey 


1. Does my store reflect the 
atmosphere which should ap- 
peal to the class or classes to 
whom I am trying to cater? 
2. Is my store well laid out, 








and Finance, Dartmouth College. 


furnished and lighted, making for 
attractiveness and speed of service? 

8. Are my salesmen fully ac- 
quainted with the policies of the 
store and the reasons for these poli- 
cies? 

4. Do my salesmen know shoes 
and shoe fitting? 

5. Are my salesmen courteous and 
careful to see that the store main- 
tains its good will? 

6. Are my salesmen observing, 
that is, have they the ability to rec- 
ognize points that will be helpful to 
me in my attempt to merchandise 
successfully ? 

7. Have I taken full advantage of 
all such points brought to my atten- 
tion? Have I analyzed them suffi- 
ciently and been guided by them? 

8. Have I an efficient system of 


accounting that tells me how much 
profit I am making, when I make it 
and on what lines or styles I 
make it? 

9. Have I kept adequate records 
of past stocks and sales which would 
prove helpful in buying for the 
present and future? 

10. Do I make full use of past 
records in determining policies for 
the future? 

11. Have I checked slow sellers 
often enough with a view to moving 
them out of the store? 

12. Am I getting the proper 
amount of cooperation from manu- 
facturers and jobbers and am I giv- 
ing the proper amount to them? 

13. Am I giving the degree and - 
kind of service that will build up 
pleasant relations with my custom- 





myself? , 
ME merchants think 14. Have I been thorough 
colleges are access- enough in analyzing the rea- 
ories to football, but be pot ae i ce 
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question | Next a Study of Your Market 
needs an answer. 17. What various 
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Flaming Youth Sets Hot Pace 








HIS is the age of youth, 
| “Flaming Youth” many call it, 
either justly or unjustly, but 
the fact remains that youthfulness 
in thought, action and dress is the 
controlling impulse of the current era. 
Youth rules. Therefore we must 
bow to its dictates. Youth is as 
much in the ascendancy in the shoe 
game as in any other activity of life. 
Shoes today must express a youth- 
fulness either in line, pattern or 
color. 


T is in the latter, perhaps, that 
youth is finding its chief expres- 
sion in shoes. Color, itself a youthful 


attribute, is the dominating factor. 
Color and material make the style. 
Pattern and last come later, but both 
pattern and last must be youthful. 


HE shoe trade at present is 

guided by youthful demands. One 
of the most striking examples of 
this is found in the current vogue 
for tom-boy styles in shoes, which 
is sweeping in a rushing wave over 
many sections of the country, al- 
though, as far as I can observe, it 
has not appeared to any great ex- 
tent in New York as yet. This 
style is essentially a youthful style, 
showing action, pep, 


vivacity, all the 


attributes usually associated with 
young blood. 

But even in other types of shoes 
the youthful impulse prevails. 
Dancing slippers, for instance, must 
be youthful, not only in their color 
and material interpretation but in 
other details as well. Modern 
dancing slippers must be made for 
hard service, for the modern youth 
dances strenuously. 


“HE flippancy, the pertness, the 
recklessness and devil-muy-care 
attitude of youth must be interpreted — 
in footwear, or it will not sell. 


Don’t misunderstand me. Not all 





i a wi eo | 






November 18, 1926 BOOT AND SHOE RECORDER 








by John J. Holden %??*\eryon 











Se 
"Suny 


[Eee 
é 












those who purchase youthful look- ute, real youthful shoes. We must interest and cooperation of the 
ing sHoes are really youthful in give them to her. . trade, and our program for spring, 
actual years. The old lady who used She knows what she wants and as finally settled, gave every man a 
to come into the shoe department, will pay for what she wants if we basis on which to work. We can’t 
raise her skirt to her shoe tops and can give it to her. Who cares if real control style, but we can control the 
almost blush when she exposed a reptile leathers go to $2 an inch? style trend. We don’t want to stand- 
cotton stockinged foot with a hole oe | who wants pal, wae _ardize style. There is always room 
in the stocking perhaps and a hole will Others be and need for the style specialist and 
in the bottom of the shoe with a with imitations. _ even within the style trend itself 
root off cietek @ te teatan tee TS lends ins to another thought of a ie todivhboattty 
foot off the gr , is as as to us express 

Dodo. She just isn’t, more. A that is frésh in my mind by rea- The point I wish to make is that we — 
Now the elderly lady come in dolled son of. Se oe are getting nearer and nearer 
up in the latest and thinnest of sheer ence in New Y: ‘point of attend- doping out in advance the real 
silk stockings and shows her knee ance and a ent it was the trend. If all of us will get back 
without a quiver. And she wants a rae ev A ye s idea of colorful shoes we'll make 
shoes that are right up to the min- put over. to the 
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Jewels of the Feet Deserve 


France’s Most Decorative Period 











BIT of the Petite Trainon—trans- 

planted in America, the real America 
of the Middle West, and used as a magnifi- 
cent setting for the display and sale of the 
finest of footwear-jewels of the feet—this 
is the newest of the Napier Costume 
Booteries, in Minneapolis. 

This aristocrat of shoe shops, the ful- 
filled dream of the Napier brothers, who 
also operate a fine shop in Omaha, is said 
to be, by those who view it, “the most beau- 
tiful store in America.” 

Suggestive of the charm and_ beauty 
within, is the stately portal. The domed 
entrance and window borders are of solid 
bronze in most graceful and classic design. 
Display cases such as are often seen hold- 
ing rare gems in a jeweler’s shop, hold 
“masterpieces” of the shoecraftsman’s art— 
a pair each to a window. The single word 
“Napier” over the portal is indicative of 
the prestige of the footwear bearing that 
name. 
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HERE are panelled 
mirrors on every 
side which reflect the 
artistic beauty of the 
place—dainty — escri- 
toires where Milady may 
sign her checks—spin- 
dle-legged tables with 
softly lighted lamps— 
and a French commode 
on which a bronze fig- 
ure of the lovely Marie 
Antoinette sits as 
though in silent contem- 
plation of this twentieth 
century expression of 
the period of beauty in 
which she once held 
sway. Crystal chande- 
liers, almost lace-like in 
their delicacy, cast a 
glowing reflection over 
the whole room. 
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Rarest of Rich Settings 


Inspiration for Newest Napier Shop 


Ce passes through 
handsomely ham- 
mered iron gates into 
the main _ salesroom. 
Color, color — every- 
where, makes it so dar- 
ingly beautiful — from 
the deep lacquer red of 
the velvet floor cover- 
ing to the high vaulted 
ceiling which fades from 
a deep gold to the pale 
gold of a late sunset. 
Rich gold brocades- and ° 
colorful damasks are ~ } 
seen in the hangings | 
and seat coverings, 
while many of the chairs 
and “love-seats” are 
tapestried with the 
lighter, gayer designs in 
evidence during the 
Louis periods. 


. the black Belgian mar- 
ble of the floor. The 
mirrored showcase 


chairs 
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Everybody Digs—“ But Father” 


ERE has actually been a 
dropping off of consumption of 
men’s shoes, between the year 

of 1914 to the present time, of some 
25 per cent. Taking it by and large, 
that every boy over 15 years wears 
shoes, and very carefully taking into 
consideration exports and imports, 
and figuring it as carefully as they 
possibly could, they have found 
there has been a dropping off in the 
per capita consumption of 28,000,000 
pairs of shoes per year. If we were 
selling as many per capita today as 
were sold in 1915 and the years pre- 
vious we would be selling 28,000,000 
more men’s shoes and, taking an 


By George Geuting 
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Two-Tones for Spring 
First showing of new plug effect 
in flesh finished over tan 
calf, featured on National Styles 
Conference Runway. 
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average wholesale price of $3.50, 
that would amount to $98,000,000. 

When I read those figures they 
were startling, for although we all 
realized that some such condition 
was true, we did not realize it was 
that grave. 

If this condition is here, what are 
we going to do about it? What can 


we do about it? If the average 
man’s pocketbook has greater calls 
on it than it ever had—and that is 
one of the reasons given, as well as 
many others—automobiles, he is not 
walking, he has got so many other 
places to put his money—if that is 
true, we have allowed the radio peo- 
ple, washing machines, automobiles 
and all these other things to come 
into the field, and the reason they 
are selling this man is because those 
industries have educated that man 
to spend that money, and, frankly, 
it would be rather harsh on the 
men’s business to sit supinely by and 
throw up our arms and say, “What 
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are we going to do about it?” This 
thing is very serious. Other 
branches of the clothing industry 
are thinking the same thing. 

This thing ought to be launched 
now. It ought to go into effect the 
first of the year. I would like to see 
it the first one in the field, because 
I know the allied clothing industry— 
that is, the haberdashers, the cloth- 
iers, and all other accessories, are 
considering spending $4,000,000 a 
year fora period of three years to 
educate this man to a_ greater 
clothes consciousness. We know it 
is a fact the average man buys a 
pair of shoes rather indifferently. 
But he will buy all kinds of neck- 
wear, and pay twice as much as he 
will for footwear. 

If this campaign does nothing else 


Well Dressed for Spring 


Three actors played a part at t 
the shoe trade that if it didn’ 
away with the tan business 

but the picture doesn’t 

new high arch shoe. This 
contributed by the United 
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than create a greater self-respect 
for our business, the money will be 
well spent. I meet a lot of traveling 
men ard factory men, and have been 
very active in the State Association 
in Pennsylvania, and the continual 
cry about the men’s business—and 
that is what it is, cry—it is the 
hardest thing in the world to get any 
pep into the men’s game because 
they are all licked. It is the end 
of the business that is just in the 
store—no money, no romance, no 
color in it, and usually the slowest 
clerk in the store is at the head of 
it. Those are facts. I can talk to 
the average representative who 
comes to sell me men’s shoes, and in 
ten minutes he will admit he is in 
the worst business in the world. He 
would rather be in any business but 

the business he is in. If we 

would just create a little self- 

respect in that man—and 

self-respect is a most impor- 

tant point, and that is part of 


47 


the campaign—educating the clerk 
in the. stores, the retail stores. If 
we can educate. him how to sell 
shoes, and how to sell the right type 
of shoe for the right purpose, to 
sell the kind of shoe he ought to 
wear in the summer and the kind 
he ought to wear in winter—and 
these are all things that are going 
to be included in this campaign—if 
we can just educate the ten or fif- 
teen thousand retail clerks who are 
selling men’s shoes, and we are go- 
ing to do this, this campaign will be 
well paid for. 

The charges of this campaign to . 
the manufactureys is one-eighth of 
1 per cent. But I am particularly 
appealing to the retailers today. 
This campaign is very important, it 
has been done in a cooperative way 
in a lot of other campaigns, like the 
“halitosis campaign”—imagine talk- 
ing that compared to the romantic 
business we have! 

Ours is one of the key industries 
in the country, and we want 
to tell the public about it, we 
want them to have respect 
for shoes. I want you to lend 
a sympathetic ear. It is not 
going to be expensive. Think 
the proposition over very 
carefully. 
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Plan a Buying Course 


evn corn crop is off in the Central States, cot- 
ton is off in the South, conditions in the North- 
west are none too good. And here is what is hap- 
pening. 

The big town stores are going right after busi- 
ness just as though nothing happened. They will 
get it. Buying is done on a budget basis, for they 
must sell a certain amount to pay the overhead. 

On the other hand, the most of the smaller 
town merchants are holding off buying and have a 
rather wry face, due to the local farming condi- 
tions. 

The department store buyers and the big town 
shoe merchants get more business and enjoy a more 
stable business because they plan out their pur- 
chases and business over a given period. 

If business is good, the small town merchant is 
apt to buy his head off, if it is poor, he just lays 
down. Real merchandising by a more equitable 
buying course, in buying against pairs sold in 
previous years, tempered with present conditions, 
would tend to improve conditions. 


Come on, Spring, Early 
M2? prophets live three months ahead. They 
think ahead. Spring is in every man’s mind. 
Easter appears April 17 and Palm Sunday, April 
10. The Saturday before these two holidays al- 
ways brings a tremendous overflow to the alert 
shoe retail merchants. Spring orders should be 
delivered in the stores, March 19, at least three 
weeks before Palm Sunday. 
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There are only fifty-eight actual working days 
for the shoe factories to produce shoes between 
Jan. 1 and March 19. This can be computed by 
deducting the Sundays and half the Saturdays, 
which are only half working days, and the holidays 
which appear in January and February. January 
has 23 working days. February has 20 working 
days. March has 15 working days, up to March 
19. 

A large amount of buying will be placed during 
December by the merchants and buyers. These 
orders will be well along in the factories in ad- 
vance of the heavy buying, which is placed after 
the first of the year. 

The strong retail shoe merchants are promoting 
the opportunity of selling spring footwear during 
the months of January and February. This brings 
forward a new ,buying power, during the month 
of December. 


The trade has a great idea—hurrying up spring’ 


by talking pretty shoes early everywhere. All this 
leads to the greatest shoe year ever, 1927—if you 
want to make it so. 


Call It a “T” Strap 


Seow: terminology of the trade is changing all 
the time. The front strap came into the trade 


under the name of the “Grecian strap” and was. 


called by a variety of titles for some time. 


Now the strap that runs up the front of the 


foot and meets the strap that goes around the in- 


step is being generally accepted as the “T” strap. 


That may not be a particularly elegant term, but: 


it looks like a “T” and that’s the reason for its, 
Perhaps some one has a better name. 


adoption. 
for it. 


Who’s Got a Slogan? 


HE florist believes a good slogan wins. busi- 
ness and “Say it with Flowers” is nationally 
used. 1 
The producers of men’s clothing believe in al 
good slogan and are putting over “Dress Well and 
Succeed.” 
The shoe manufacturers believe in a slogan, and 
suggest “Walk and Be Healthy.” BUT— 
The shoe slogans suggested do not seem to have 


caught on, and have not been generously used in’ 


shoe advertising. The California retailers in con- 
vention assembled have resolved they want and 
believe in a good slogan, but do not approve of any 
of the slogans yet suggested, and other retail shoe 
associations believe likewise, SO LET’S GET A 
SLOGAN THAT APPLIES TO SHOES. 




















SELTING MORE 
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Farmers Buying Locally 


HEN the farmer learns that he can buy the 
same pair of shoes, same price, same style 
and service from his home town merchant, surely 
he is not going to drive to the city with its park- 
ing and traffic difficulties, its delays and its rushes. 
Commenting on this condition, Max Schmidt of 
Jacob Schmidt & Son, New Braunfels, Tex., said: 
“The year of 1926 was like taking a dose of bad 
tasting medicine that is occasionally necessary to 
tone up the system. In our case it made better 
merchants of us, because the amount of goods on 
hand was much smaller than the previous year, as 
a result of closer buying. Our total volume of 
sales was nearly that of the year before, yet’ we 
have made more net profit, for we merchandised 
our stock much finer, and served well the folks 
at home. 


Travel Broadens 


Max" a shoe man is beginning to feel- like 
the old fire horse, Cuba, in the story of 
“Mrs. Wiggs of the Cabbage Patch,” who would 
run off every time he heard the fire whistle. 

Now is the time when they begin to feel like 
packing their grip when they hear the convéntion 
whistle blow. Nothing is so good for a man or 
his business as to follow this impulse. 


Check the Signatures 


HERE a store has’ numerous charge ac- 

counts, the question of how the charge cus- 
tomer is to be identified When making a purchase 
becomes quite a problem. ¢ This is a subject worthy 
of separate treatment. But it may be said that 
one of the most satisfactory ways of identification 
is to have the customer sign the sales ticket and 
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Color is the Thing 


HE Joint Styles Committees at their meeting 

in New York on November 5, laid great stress 
on color as the leading style element for spring 
and summer, 1927. This is an exceedingly wide 
move, since color is easier to handle than the more 
complicated elements of pattern and last. It will 
work decidedly to the advantage of the retail mer- 
chant, since if he is right in his color selections 
he can fill the demands of his patrons who will be 
less exacting in the matter of pattern and last. As 
long as the color is right, the shoe will be right. 
“Color can be put over,” in the words of John Hol- 
den, chairman of the women’s style committee for 
the retailers, “if all merchants will get behind it 
and push it.” 


* + 


How does this sound to you: “Six thousand 
pairs of shoes offered at special sale at ONE DOL- 
LAR A PAIR! One thousand pairs at 25c. a pair!” 
What factory made them? Whose is the loss? 
What brings about such a condition? The seller 
is not losing any money on them. What do you 
suppose he paid some jobber or manufacturer for 
them? As the old lady from back home says: 
“Ain’t it turrible!” 

* 


* 


“The old man plays a lot of golf.” Well, has he 
not ‘earned the right? He toiled and sweated for 
many years to reach the place where he can knock 
off for an afternoon and beat it out to the links. 
Let him have his fun. Some day you will be 
going along out, too. But you must have earned 
the right. And that right means financial inde- 
pendence. It comes to those who learn to save. 
Few spendthrifts belong to golf clubs unless they 
are fourflushers and they don’t stay in very long. 
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On the Hand of Fashion 
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The Recorder Presents 
the Style of the Week 


Tous: is a place in every wo- 
man’s dress for a slick, tailored 
oxford. With so many shoes 

cut low in the shank, or of pump 

fitting qualities, there is a place for 

a smart shoe that rides high on the 

foot. So many of the low ties gape 

at the side of the shoe that there has 
at last been designed a smart oxford 
pattern running. a full six eyelets 
high, and to make positive the fit of 
the sides inserts of goring are used. 

Here it is on the hand of fashion 

—the shoe that goes with the tai- 

lored dress along Fifth Avenue. 


There appears this week in New 
York multicolored kidskin used as 
an underlay where the vamps are in 
a tint to match the gown. 

* * * 


OLLOWING iridescent patent 

and all of the new smart cherry 
shades comes a sardonyx patent that 
has ali the fire of the jewel by that 
name. This shoe blends with the 
wine tone now in vogue, affording a 
real contrast to darker shades. 

* # 


All over the country merchants 
are calling for genuine alligator. 
The smaller figured skins sell at 
$16.50 and up, but the surprise of 
the trade is how genuine alligatore 


can be retailed at $10. There ig 
something about the genuine snakes 
and alligators that is a feature of 
the skin itself, and that is the high 
luster and glisten that continues in 
the shoe until it is worn out. It is 
a shiny finish that tanners are try- 
ing to get in stamped leathers, but 
have as yet not really achieved. 


* + 


GREATER demand to match 

shoes to handbags, hats and 
gloves—many women will have all 
four match. Many have thought that 
the reptilian leathers were fast 
losing ground. This is not so. There 
is a greater demand than ever for 
them. 
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Color the Keynote for Spring 


National Styles Conference Emphasizes Materials 


Tee outstanding recommenda- 
tions of the National Styles 
Conference which met in New 
York last week were not on patterns, 
lasts or any of the specifications of 
shoe construction, but were centered 
on color and the use of shoe ma- 
terials to achieve a perfection in 
costume footwear. 

The highly explanatory notes of 
the Style Report that needs real em- 
phasis are as follows: 

“The most important style note in 
fashionable footwear this coming 
spring and summer is to be 


Color 


“Colored footwear more beautiful 
than any ever worn before will be 
the vogue. 


Pattern 


“has already ceased to be the out- 
standing feature in the exploiting 
of style footwear. There is an over- 
abundance of excellent patterns in 
almost every manufacturer’s line. 
Owing to the importance of color, 
retailers can, if they so desire, make 
use of proved and selling patterns 


and eliminate a good percentage of 
the element of risk. The order of 
style importance this coming season 
we believe will be 
First—color 
Second—material 
Third—pattern 
“In building our next season’s line 
color is of paramount importance 
and it will be necessary for all of us 
to make a special study of the blend- 
ing and harmonizing of colors and 
materials. These colorful shoes will 
be made in all-over shades of 


Pastel Parchment Shades 
Shell Gray } adopted 
Rose Blush by Allied 
Stone, and f Committees 
Stroller Tan on Color 


“These colors undoubtedly will be 
the base of great numbers of two 
and three tone shoes as well as form- 
ing the component color part of 
tapestry and reptilian effects. 

“A very noticeable development of 
recent origin is the very marked 
success of some tanners in applying 
a very high luster or semi-patent 
finish to colored leather for use in 


shoes that are suitable for street 
wear. 

' “Evening slippers in opalescent 
colored kidskin are attracting con- 
siderable attention and are bound tc 
be in great demand. 

“Fashionable women are showing 
a~ greater desire to match their 
shoes to their handbags, hats or 
gloves. In fact, a great many want 
all four to ‘match. This practice is 
almost certain to increase and, to 
my mind, will help to a great de- 
gree to create this color demand that 
is sure to come. 

“Many thought several weeks ago 
that shoes made of genuine reptilian 
leather were fast losing favor. As 
you all know, footwear of this type 
is in impetuous demand again. This 
demand (especially for lizard and 
the smaller grained novelty leather) 
is bound to affect the color situa- 
tion. 

“The demand for black, which of 
course includes the patent, is sure 
to wane as the season advances. It 
has had an excellent run and it is 
time we had a change.” 










One of the startling shoes of 
this season was the tri-color. 

The shoe trade has had com- 
bination shoes for years, but 
never thought three colors 
or three different materials 
could be combined in one shoe in 


ble quantity. The tri-colored shoe was a 


d success because of the 


blend of 
colors, any one of which could match the 
costume and ee ae the shoe ap- 
propriate—a very L 
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Diary of Young Lady of 
Fashion, 1926 
=e 















me, please, my new sauterne slippers— 

vastly pretty and comforting as well. Re- 

member to tell me ’ere the day is over, 
T’ll need more footwear. 


After the great rout last evening, Fifi, I 
arise with a monstrous headache. Bring 








Thence to the Pink 
Paradise * after the 
show. No fat ankles 
for me, so I punished 
the check but slightly 


Liveable, loveable 
nights. Sweet Daddy 
and I to the show. 
Buy, Baby, Buy. How 
delightfully consistent, 
he frankly diverted 





Walking the dog betimes. 
I have a wonderful idea. 
Why not shoes to match 
my Chow Chow? I have 
had every conceivable 
color but his. That's in- 
deed a capital idea 


In the wide open spaces 
of the mid-day, shopping 
went. After hopping 
from counter to counter, 
*twas indeed restful to 
shoe shop. Somehow a 
shoe sofa leads one to 
extravagance. But who 
cares as long as _ the 
money holds out? 


on) 























The inevitable dance, and if ‘ 
"tis true, an hour in bed is an 
hour dead, I wrapped myself 
in sables as the dawn swept 
through the fenestra 
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Ninety-nine and seven-tenths 
per cent of all shoes bought were 
sold in the regular way. 
The 0.8 per cent were fed to the 
birds. 
They never had a sale. 
Never returned but one case of 
shoes. 
The “they” being Mathis, Kamm 
& Shibe, who have a shoe store on 
the north side of the square in 
Jacksonville, Ill. The reason for 
this wonderful record is the stock 
record system devised and evolved 
by the senior member of the firm. 
Right off the bat, when called on, 
Mr. Mathis opened up with a cross 
fire of hot ones, putting these self- 
evident truths across the plate with 
as much effectiveness as did Grover 
_§@ Cleveland Alexander. 
; “If cartons on the shelves each 
_§@ contained actual cash instead of the 
_@ shoes representing so much cash, 
every merchant would know the total 


L twenty-five years: 





Shoe 


amount on hand every day, wouldn’t. 
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Inside Stuff on a Real 
System. 


As Related by Charles L. Mathis 


he? Now it is not altogether ‘how 
much sold’ but ‘how much made’ that 
determines the success of a busi- 
ness. It is true, too, that constantly 
growing stocks and numerous clear- 
ance sales are evidence of the ten- 
dency to tie up capital in odds and 
ends and slow moving stock. 

“Lack of practical business system 
frequently results in mistakes, loss 
of time and money, as well as temp- 
tations to dishonesty. Shoe fac- 
tories keep tab on every part of 
every shoe; why is it not practical 
for the merchant to keep tab on 
every pair of shoes?” 

That was his introductory speech. 


OW do not get the idea that here 

is another man gone bugs on 
some fool system or that it is too big 
for the little man or too little for the 
big man. Whether you do $10,000 
or $1,000,000, Mr. Mathis has some- 
thing here that will undoubtedly 
help you to make more money in 
your business. 


























Just a few words about this sys- 
tem, before we tell you how it oper- 
ates. Twenty to thirty minutes 
daily is ample time for checking up. 
It saves all this time and more in 
marking, putting up stock, mating 
shoes, dating linings, referring to 
bills and duplicates and exchanges. 
Besides it gives an absolute check on 
the stock at all times. 


BOUT this time Mr. Mathis broke 
in to teli how he reasoned out the 
principles of this idea, for it seems 
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These pages are the “innards” 
of the Mathis system. Each 
new shipment as it comes in 
is given a letter as shown on 
the left hand sheet, and each 
pair of shoes in the shipment 
is given a different number. 
There were 24 pairs in the 
shipment A, so the numbers 
assigned to those pairs run 
from 84,000 to 84,023 inclu- 
sive. The description of the 
shoe, the letter assigned to 
that shipment, cost price, 
selling price and e re- 
ceived are entered on the 
left hand side of the sheet 
shown at the right. Then 
opposite each number be- 
tween 84,000 and 84,023 is 
listed the size and width of 
each shoe. Henceforth, each 
pair of shoes is known only 
by the number. The sheet 
in the middle merely lists 
shipments by retail prices as 
a check-up to see which 
price classes move fastest. 


him to be the boss of the details and 
not the details the boss of him, as 
all this mass of data was right 
under his thumb. 

A railroad has many thousands of 
items to keep track of, from cars to 
spikes, from telegraph poles to 
shovels. A numbering system does 
all this accurately and conveniently. 
That was where Mr. Mathis got his 
big idea. 

Some 36 years ago, right after 
graduating from a business college, 
he got a job as bookkeeper in the 
shoe store of J. B. Beadle, which 
was right next door to his present 
store. The reason for his being 
hired was that Mr. Beadle wished to 
reduce his $40,000 stock. This 
seemed like a cinch at first, but later 
proved to be a man’s sized job. The 
old merchant, while a wonderful 
character, never knew anything 
about the details of his business. 
After a busy Saturday he never 
knew all that had happened. 


HEN,” said Mr. Mathis, “the 

necessity of identifying every- 
thing in the store was driven home 
to me. The average sale of a railroad 
is under one dollar. Shoe stores aver- 
age several times that amount, so if 
it is practicable in a big railroad to 
have a detailed accounting of every- 
thing, why not in a shoe store? The 
old proprietor was told that if he 





would consent to allow me to install 
this idea of mine, he would be able 
to find anything in the store and_at 
the same time would know all that 
went on there. That was something 
that he could not readily do then.” 

The very simplicity of this°system 
is its biggest recommendation. Only 
one book is used—“The Register,” 
in which is recorded everything 
necessary to insure complete rec- 
ords. The inside pages of the regis- 
ter are numbered consecutively from 
1 to 100,000, with the numbers in 
columns. Every shoe coming into 
the store receives. one of these num- 
bers, so that that particular shoe is 
forever known by a certain specific 
number. Shipments of shoes are 
also given a key letter, such as A, 
B, C, AA, AB, BA, ZX, etc., down 
the alphabet. 


Y using only the single and dou- 

ble combinations of letters Mr. 
Mathis gets 756 different characters. 
As many combinations may be used 
as the business of the store war- 
rants. -Key letters are not given to 
every shipment, but to each different 
style. When sizes on a re-ordered 
line come, they receive the same key 
letter as was originally on the line. 
Also, if a line is bought to replace 
another one, and is practically the 
same, the same key number is used. 
This registering and indexing is 
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-key letter, which in this case will be — Fe 
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not the job that it seems, for re- 
cently Mr. Mathis did all of this to 
640 pairs of shoes in one day, be- 
sides making sales of $60. 








HE front of the register has two 

indexes—one for the key letters, 
showing the range of the consecu- 
tive numbers, and the other the de- 
partmentization. The latter is sub- 
divided under the various shoe 
headings, as babys’, infants’, chil- 
dren’s, misses’, growing girls’, wo- 
men’s, baby gents’, little gents’, 
youths’, boys’, and men’s. Each of 
these heads is further classified 
under retail prices, so all women’s 
$8 oxfords will be listed right to- 
gether on one line. 

Now let us take you through the 
steps of registering a shipment. 
The shoes we are to check in are a 
24-pair lot-of boys’ tan calf blucher 
boots from Krieder, 12 pairs of C 
and 12 pairs of E widths. The fac- 
tory stock number is 1846, the cost — 
IRY, the retail price $4, and they — 
were received Sept. 30, 1926. 

First we will give these shoes a 





















A. (It does not make any difference — 
what the key letter is, so long as it 
is not in use at the present 
ee ets see ee 
ready explained.) i ndngne A 
Lot Index, under A, the consecuti 
number is now written; in this « 
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it is 84000. (The next shipment, 
regardless of what it is, will auto- 
matically receive B as a key letter, 
and will start with 84024.) 

Then we will list this lot under the 
boys’ shoe heading at the retail 
price of $4, writing “Tan cf. Bal- 
loon,” giving the key letter of A. (All 
future shipments of this identical 
shoe receive the same key letter, so 
would not be listed here again. Dif- 
ferent lots of boys’ shoes re- 
tailing at $4 would in the 
future be listed on this same 
line and would have a differ- 
ent key number, so a glance 
at any heading will tell in- 
stantly how many different 
shoes are in the house in that 
grade. Of course, that holds 
true for all the classifica- 
tions.) 

As the shoes are now prop- 
erly indexed in the front of 
the book under two listings, 
the next step is the register- 
ing of each individual shoe. 
Remember, we said the next 
consecutive number would be 
84000, so we will turn to that 
page for the following list- 
ing. This part of the book 
has four columns, the first 
for the description, date re- 
ceived, key letter, cost, and 
retail; the second for the 
numbers; the third for the 
sizes and widths; while the 
fourth is reserved for the 
sales record. 


HE actual recording con- 

sists of writing in column 
No. 1 “Krieder,” boys’ tan cf. 
blu. Balloon, No. 1346, Sept. 
30, °26, the key letter “A,” 
cost “IRY,” and the retail 
price of “$4.” The second col- 
umn has the consecutive num- 
bers all printed, so nothing is 
written here. In the third is 
recorded the sizes in rotation 
by widths. When sales are made, 
just the date is written in red ink. 
If the shoes are returned, the date 
is written in black ink. 

To see who sold a shoe or to get 
the history of a certain sale, re- 
gardless of how long ago it was 
made, it is necessary only to see 
when it was sold, then look up the 
sales slip. The sales slips are filed 
in chronological order, making the 
looking up a matter of seconds. 
transaction of five years ago may 
verified as quickly as one made 
minutes ago. It took much longer 
to tell how to register these shoes 


23> 












the book, the next step is the mark- 
ing of the shoes themselves. This 
is done by writing the consecutive 
number in indelible ink in the lining 
of the right hand shoe. Then the 
same consecutive number is stuck on 
both shanks near the breast of the 
heel and the retail price is marked 
on the left shoe. The only marks 
that appear on the shoes are the 
stickers on the shanks, the price on 





the sole and the number on the 
lining. This same consecutive num- 
ber is stamped on the outside of the 
cartons, so is used as a mate num- 
ber, making the selling of mismates 
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that goes on the sales slip is this 
consecutive number that we have 
been talking about. The reason be- 
ing that the more things a salesman 
has to write down, the more chances 
there are of making mistakes. Let’s 
follow through the sales slip. In the 
morning it takes only a few minutes 
to write with red ink in the register 
the date sold and to put the cost of 
the shoe on the sales ticket; also to 
put on the ticket the number 
of the department in which 
the sale was made. The book- 
keeper can handle any de- 
partmentizing that the man- 
agement requires. Then the 
costs are figured up on the 
adding machine for the per- 
petual inventory daily bal- 
ance. The sales slips are now 
filed away by dates. By this 
method any sales slip since 
the store has used the system 
may be found easily. The 
value of this is appreciated 
when looking back several 
years to verify some claim or 
transaction. 


N ledger charges and on 
customers’ bills, the only 
thing written is the consecu- 
tive number and the amount. 
If Mrs. Smith claims to have 
returned a pair of shoes that 





page on Ay Poa was charged to her and no 
The same num- record appears of her having 
ber is pasted on returned them, the fact that 
aes of -— shoes bearing the identical 
pred | B igh hoo, number that were charged to 
Retail price goes her are in the store is proof 
o me é left shoe. that she returned them. If 
are re- the shoes are not in the house, 
Pe eee reais, the register will tell when and 
to make out the to whom they were sold, so 
credit pn as it that there is never a chance 
was to out of the store being wrong. 
the a Gy sales The front of the register 


has one other listing that we 
have not mentioned yet. It 
is not really an integral part 
of the system, but has been found 
useful by Mr. Mathis, so he is pass- 
ing it on to the trade. It is the 
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The Baker’s Dozen Is 13 


OME one told 

me a while 
back that their 
conception of the 
word “Service” 
was the thirteenth 
doughnut of the 
dozen. In other 
words, giving a 
little more than 

the recipient is legally entitled to. 

This brand of whole hearted, spon- 
taneous service is what disinterested 
observers say is responsible for the 
showing being made in Lincoln, Neb., 
by the Mayer store, under the guid- 
ance of Dan Haney. Every day ser- 
vice is top hole in this city, anyway 
you look at it, from the beautiful 
new Cornhusker Hotel to the traffic 
cops. 

About Haney now. He works on 
the premise that sick folks appreci- 
ate good attention as well as healthy 
ones. His automobile is kept stand- 
ing near the store, so that when a 
doctor phones he has a patient who 
needs shoes, one of the store’s foot- 
fitters is immediately dispatched to 
the scene, with about twenty pairs of 
shoes. The patient sees as many 
styles as she would if she were in the 
store. 

Business is always good here, be- 
cause sales are unknown, except the 
very occasional one-day specials. 

As to personality, every kid in 
town knows Mr. Haney as “Dan” ex- 
cept two who call him Daddy. He 
always has a pocket full of balloons 
and trinkets for his pals, the chil- 
dren. The line of reasoning being 
this—children do riot read the news- 
paper advertising but they do influ- 
ence, to a large extent, where their 
shoes will be bought, so little pres- 
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Helping Salesmen to Find 
the Stock 


E. SHAWVER of Yakima, Wash., 

@ gave me this one. He has a 
medium grade store and his extra 
help has more or less difficulty in 
finding the stock. By taking one 
shoe out of each line, putting this 
shoe on a carton that is pulled out a 
little way, the extra people find the 
styles quickly. It speeds up the sell- 
ing during busy periods, too. 


ents like these make for good pub- 
licity. Needless to say, the children 
like him for himself and do not think 
they are being bribed. 

Idea No. 3 from this same prolific 
source. This fall every child who 
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brought a potato to the store was 
given a free ticket to the movies. 
A prize was given to the one who 
brought in the largest spud. The 
crowd that responded to this stunt 
completely filled three theaters on a 
Saturday morning. Thirty-nine 
bushels of potatoes were turned in, 
and were donated to local charities. 
As the big boss owns all the local 
theaters, this was not so expensive 


as it sounds. 
* * * 


Whenever the short lines in’ The 
Bootery of Vancouver, B. C., get up 
to around 400 pairs, a small news- 
paper advertisement will clean them 
all out in a few hours’ time. W. R. 
Bacon, the proprietor, does not be- 
lieve in sales as a regular proposi- 
tion for he finds this method the 
most practicable in keeping his stock 
sweet. . If he has a few pairs that he 
wishes to dispose of quickly, a two- 
dollar cut is made, then a phone call 
or a postal to a few customers does 


the work. 
* * *% 


Using the Papers to Sell Your 
Salesmen 


N looking over the Washington 
Star, these words in Nisley’s ad- 
vertisement caught my eye: 

“Nisley’s sales personnel is com- 
prised of gentlemen thoroughly 
trained in the art of serving Milady 
in an efficient and courteous man- 
ner.” 

That is what I call a real high 
class way of boosting a sales force 
and if that is what Mr. Nisley says 
about his selling organization, I 
know it must be true. It shows the 
subtle cleverness of the management, 
for when a shoe fitter is definitely 
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and publicly labeled “an efficient, 
courteous gentleman,” he has just 
got to live up to that reputation. 


+ + 


Using Free Shines to Build 
Trade 





















HERE is a small store in Greens- 

boro, N. C., called the Service 
Shoe Shop, that is primarily a repair 
shop selling men’s work shoes and 
furnishings, in a small way. Manager 
H. Clien came from Brooklyn four 
years ago, knowing nothing about 
the shoe business and opened this 
repair shop. By giving away free 
shines to customers and non-custom- 
ers alike, he has built up a bigger 
business than the only other large 
repair shop in town, which has been 
established twelve years. Which goes 
to show what a little service will do 
to make more money for the house. 


* + 


Saving People From Foot 
Misery 

HE sight of young girls arourd 

12 years old coming into their 
store in Portland, Me., with enlarged 
and distorted joints, made Cropley 
& Anderson realize that here was a 
phase of their business they were 
neglecting. So an educational pro- 
gram was mapped out to tell of the 


many advantages that result from: 


buying from an establishment that 
has the knowledge to fit properly and 
is using that knowledge. 


* * + 


Make Them Buy Better Shoes 


“6 ORE ‘backbone, more intelli- 
gent selling is needed among 
shoe merchants,” James Fuller of 
Fort Collins, Colo., told me. Then he 
went on to say: 
“A woman will come in asking for 
a cheap shoe and kicking about shoe 
prices in general. if merchants 
would talk convincingly, showing the 
customer the real ultimate value that 
there is in the better shoes, more 
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sales of this type of merchandise 
would result. 

“If you follow the lines of least 
resistance in telling customers in a 
half-hearted way what is best, then 
turn to the shelves and give them 
what they ask for instead of what 
they should have, you will eventually 
lose these customers.” 

Mr. Fuller knows whereof he 
speaks, for his city went through an 
oil boom several years ago. New 
stores flocked to town, then the boom 
fizzled, while the shoe stocks stayed. 
The readjusting period has been met 
and passed. This explanation is 
given so that he who reads may know 
what this merchant has_ been 
through. 


* * * 





Women vs. Men 


ENSING the fact that many 
women prefer to have women sell 
them shoes, Eddie Cohen of the Sax 
Fifth Avenue store has his floorman 
ask: 
“Would you prefer a boy or girl 
to serve you, Madam?” 


* * * 


No Fit—No Sale 


HE one invariable rule in Buf- 

fum’s great department store at 
Long Beach, Cal., according to Mr. 
Pearse, the buyer, is: “If they do 
not fit, do not sell them.”.. The sales 
force is instructed to decline to make 
a sale if the shoes are not perfectly 
adapted to the foot and the fit is not 
as it should be. 

“We are just ordinary shoe men 
here,” he says, “but we would rather 
see a person walk out than to misfit 
them. Our store policy of making 
everything satisfactory to the cus- 
tomer will not permit us to make a 
half way sale. We are in thorough 
agreement with the saying that no 
sale is complete until the customer is 
pleased.” 


Sales Increased by Change in 
Seating 


vienna 
teneniniint 


TY 
seenenanent 
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rear, out of sight, the efficiency of 
the salesmen has been doubled. The 
shelving is now compact, so that the 
men can sell faster, for there is not 
so much running around to do, 
neither are there ladders to climb. 

Then the men can look after: the 
trade much more easily. It is con- 
siderably easier now for the men to 
glance around to see if all the cus- 
tomers are being properly covered, 
than it was when the seats were all 
ina row. Manager H. T. Gutenberg 
is much pleased with the increased 
efficiency of his selling organization 
since the change. 






“6 UR turnover alarm clock is set 

for every 30 days,” said the 
manager of Krause’s Shoe Store, 
Great Bend, Kan. “When we find we 
have shoes on the shelves for thirty 
days, we cut the price a dollar. If 
they do not move in the next thirty 
days, we cut another dollar and if 
we are obliged to, another dollar is 
cut at the end of the ninety-day pe- 
riod. We get a good mark-up in or- 
der to take care of the cuts we may 
make. P.M.’s also help to move the 
slow sellers. On the staple and cor- 
rective styles, we do not worry so 
much about the rapid turn, as we 
order these each week. 

“By buying light and often, we are 
seldom overstocked, so have not held 
a sale in the past three years. All 
odd lots and discontinued styles are 


size and re-ordering each week.” 
A Good Way to Move Your 
P.M.’s 
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HOWARD V. STEPHENS 
JOHNSON-STEPHENS & SHINKLE SHOE COMPANY 


¢¢T BELIEVE every aggressive, wide-awake shoe re- 
tailer should come to St. Louis, November 
29th, 30th and December Ist for our Style Pageant, 
for the reason that he will not only see ex- 
hibited the early spring line of every St. Louis 
shoe manufacturer, but he will also see practically 
every well-known line in the United States here at 
that time. . 
“Tt will be the greatest exhibition of shoes ever gotten 
together. It will enable the aggressive retailer to 
buy his early spring shoes authentically, so that these 


shoes can be properly made, without the usual fac- 


' tory congestion during the months of January and 


February. It assures him prompt delivery and en- 
ables him to absolutely feel out the spring style trend, 
so that he is able to reorder the correct shoes for 
his Easter business. : 

“It give him two opportunities to sell spring mer- 
chandise; it gives him an opportunity to make two 
showings of new spring styles; an opportunity to more 
intelligently plan his buying and selling; an oppor- 
tunity for increased profit.” 
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Priority 
In 1912 the first high style footwear ever produced in the St. 


Louis market was designed and made by us—the pioneers in this 
field. 








Performance Record 





For fourteen (14) years we have maintained the excellence in 
our product which sets the pace in the creation of fast styles in 
quality shoes for discriminating women who demand real value and 
distinctive style with price moderation. 














Service Adaptation 


We have permitted our growth in volume to extend only to a 
sufficient extent that we are in position to take care of the larger 
orders as are being placed with us by the greatest retail establish- 
ments in existence. We have purposely remained small enough to 
give efficient, individual attention to the finer details required in 


proper execution. 














STATLER HOTEL—Nov. 29-30, Dec.1. 
“The New Standard of Values” 








Pe digo -Weber Shoe Co. 


SAINT LOUIS 
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Petit 
Lyn Mis 


A Temple to Fast Styles and Fine Quality 





With a thoroughly efficient organization, tested in its proficiency to 
operate a system, prepared carefully and developed specially to control 
eost and co-ordinate price, we announced about a year ago, (without any 
reservations whatsoever) the inauguration of a plan resulting in a new 
standard of values—better grades at less prices. 








Results have fully verified all statements then made. Assurances given 
then have been met by demonstration. If there were apprehension it must 
have vanished completely. That’s all undisputed history now. 


We announce our new line of Advance Styles for Spring 1927 and “nominate” 
it for consideration as being more sensational in values than we have ever offered 
previously. It’s a further step in THE NEW STANDARD OF VALUES plan. 


Use opportunity—investigate. First, compare grades. Then compare prices. 
Our customers know what Profit Power means. The mark-up available on 
our styles insures success. 


STATLER HOTEL—Nov. 29-30, Dec.1. 
“The New Standard of Values” 


Pedigo- -Weber Shoe Co. 


SAINT LOUIS 
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A Pleasing Ficture 


inthe 


“Fashion farade 


Torngpe Style 
“Conceived in Good Taste” 


A Graceful Compromise Between 
the Extremely Freakish and the 
Overly Conservative. 


“Turn Styles” are high grade shoes, 
sold at volume prices, and have that 
magnetism which produces instant 
sales and puts a satisfying profit in 
your cash register. 


The largest and best retailers from 
coast to coast are drawing on our In- 
Stock “Turn Style” Department, re- 
ducing their own stocks and multiply- 


ing their turnover. 


You'll Find More Style in 
“Turn Styles” 


St. Louis Pageant 
of 
Footwear Fashions 

“Turn-Style” Nov. 29-30, Dec. 1 
Dull Black Kid One Strap. Black Suede 


Trim—Our number 60 Last. 18/8 Dull 
Black Kid Covered Spike Heel. 


MSElroySloan 


Shoe Company 
SAINT LOUIS 
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In Twinkie Shoes and the Twinkie 
Idea, Hamilton-Brown offers dealers 
the following fundamental require- 
ments of sound shoe retailing: 


Ils-—-QUALITY MERCHANDISE. 


2nd—AN ORIGINAL, COPY- 
RIGHTED ADVERTISING 
AND MERCHANDISING 
IDEA. 


3rd—A DEPENDABLE MAND- 
FACTURING CONNEC- 
TION. 


pr 
[WINKIES 


Shoes for Boys and Girls 


One of our representatives will be glad to call, show 
you Twinkie Samples, Twinkie Dealer Helps and 
Twinkie Novelties, and explain in detail the Twinkie 
Selling Plan. Write for an appointment. 


as SHOE CO 


See ne Ot ee eae at 
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Formula for 
a Retail Success 












TWINKIES 

No. 8462—Patent Leather Button, I Kid 5 
Turn Sole, Underwedge Heel, Combina tion ‘Last. ™~ 
aad to = Cid opuebes us Ghivve< be seeeeae om 81 
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of Bakawali, as related by the Holy Brahman Vichnousar- 
man, in the ancient Pantchopakhyana, and called ‘Mor,’ 
in the Indian Legend “‘Kathasaritsagara’ — The dazzle of 
whose beauty hindered the eyes of mortals from seeing it; 
and dwelt forever in that world of splendors and of light 
which the blessed inhabit — whose beauty was like unto a 
jewel bouquet, exquisite as those bunches of topaz blossoms 
and ruby buds laid upon the tomb of Nourmahl — Cordially 
Invites You to pay homage and awaits your votive offering 
at its shrine— 


Room 110 + Horst STATLER 


November 29th, 30th, December 1st 


(> | | 
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KS} | ; 
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=) ~ 
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N S.R. A. CONVENTION CHICAGO, JAN. 4th, 5th, 6th and 7th 
: Hotel Sherman + Room 102 


oy Webi 


SHOE Co. 
ST. LOUIS 
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CO LEALY 


SHOE MFG.CO 
ST.LOUIS 
Ney. 
















It has long beena 
matter of wonder- 
ment to the trade 
how CHOUTE AU 
Creations could be 
50 charming at such 
moderate prices. - 




















CHOUTEAU Maanau- 
facturing Efficiency 
plays a very important 
part in the success! 








918 South Boyle Avenue 
Saint Louis, Missouri 














“Fashionable Jootwear for Women pe . 
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% “In Step with Fashion” a 






Fashion 


= Reg. U. S. Pat. Off. 





For the Smart Trade CS 


ORRECTLY dressed women = 
will quickly buy this Colonial 
Tie in all Cherry Patent Leather with 






























S cok Silver Patent Inlay. This pattern is. — 
St. Louis Pageant booked for a big Sale for the next two Fe 
= of : months or longer. Built on our 1300 
gbep soe ga Last with 19/8 slender Spike heels. = 
Pe t tat 
atedtenser -"e Can be made in all leathers and = 


o November 29-30 
and 
December ] 






combinations and height of heel. 


To Order Only 
Four to Five Weeks’ Delivery 


SHOE COMPANY 


MANUFACTURERS 
SAINT LOUIS, U.S. A. 


ma 2 0 We 2 2 1k Foe 8 On 8 ke 










LAMPE 
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“MARION 


19/8 Heel—Miami last—Patent leather vamp and fox. 
Number 1543 Chagrin quarter gold piped. 


(LARIDGE 


ping Heel—Paris last—Patent leather vamp with silver 
and black basket weave quarter. Silver piped. 


HOTSY 


19/8 Heel—Miami last—Patent leather vamp and quarter 
—Chagrin trimming. 


ATLAS 


13/8 Box Heel—Pe ¥ last—Patent leather vamp and quar- 
ter—Number 1543 Chagrin saddle and point tip. 


St. Louis Pageant of Footwear Fashions, 
Hotel Statler, November 29-30, December 1 


Capitol Shoemakers, Inc. 


Eighteenth at Wash Street Saint Louis 
“Capitol Styles Complete the Costume” 
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If you can’t 
you can’t get 


The Third Annual Pageant of Footwear 
Fashions, Nov. 29, 30 and Dec. 1, marks 
one of the most constructive steps ever taken 
by the shoe industry. It heralds the coming 
of a new order in shoe merchandising. It 
HARRY TAYLOR . _ 
a simply means that our industry has made a 
“This Pageant will be the biggest of its kind ever definite and needed adjustment—has fallen 
held. All of the new styles an materials for Spring s : ‘ . 5 2 
will be shown. Those attending will see the newest into step with its sister industries—dress and 


things first. 


“The dates of the Pageant are advantageous to the oats 
retailers, as they can get their new Spring styles in millinery. 
early and still leave room for their shoes for the 


Easter season.” 


Both of these have been for sometime offer- 
ing their new spring creations to the trade by 
December Ist, so that their retailers can make 
their first showings early in the new year. 
It is but logical, therefore, that shoe mer- 
chants be in a position to offer spring’s fresh- 
est creations to their customers as early as 


W. D. HOGAN 
McElroy Sloan Shoe Co. 





“Don’t let January and February 
business be a blank. You’ve got to pro- 
vide for it by getting the newest styles 
for early spring business. To get them 

ou must buy them not later than 
Dec. 1. Furthermore, learning the style 
situation early in D ber will 1 
you to know what to get rid of during 
the easy selling period, namely the 
holidays.” 





‘It gives the merchant the opportunity 
of securing his Spring shoes early and 
— = — F his ani 
stoc place of one, thereby 
increasing his Spring volume of busi- 
ness. ‘ 


WM. H. LAMPE 
W. H. Lampe Shoe Co. 


These St. Louis Style Creators Offer Their Individual j 
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eet away— 
t| anywhere! 


, 1926 





their neighboring dress and millinery shops, 


since shoes are a part of the ensemble. 










For years the most successful shoe buyers 
have gotten their information and placed 






their orders early in December. They pre- sonZQWARD STEPHENS | 
sent new and profit-making styles in January 
a “ “The St. Louis Style Pageant will be the test 
xhibiti f sh 
and February and thus get the jump on their te aggressive retaler te buy ha early Spring shoes 
authentically, so that these shoes can properly 





bo made, Without the usual factory co tion during 
competitors. the months of January and February. It assures him 
poatan delivery and enables him to absolut feel 

out the Spring style trend, so a. > to 


Close to 300 lines of shoes will be displayed “Te. gives, bie tira. eopereunition te oull epving’ aia 

: ‘ ’ pe cee waren * o— him - —", to make = 

at the various St. Louis hotels during the ng ed Plan his. buying Mg —~ R- 
opportunity for increased pro 








Pageant. Every manufacturing center in 





this country will be well represented. Com- 
plete lines of advance spring styles will be 
shown—one month earlier than usual. It 
will pay you to get away and attend this 
wonderful event. 














“The merchant comes to the 
St. Louis Pageant =, eo his 
style information when it can be 
most profitably. With new and au- 
thentic styles on his Salve de n January 
he can get one more turnover. 







7 =a ew 









BEVERLY JONES 
Roberts, Johnson & Rand 





Reasons Why You Should Attend the St. Louis Pageant 











Seyi 





Wiesel 


At the St. Louis Pageant of Footwear 
Fashions Examine This Dominant Line 





























1788 Marchetta 
kid one-eyelet tie, single sole, plain toe, 
spike heel, imitation turn, 
AA 4-8, A 3%-8, B 3-8, C 2%-8. 
1789—Same in patent. 
(New Models—Write for Prices). 





Patent two-button strap, dragon trimmed, single sole, 17/8 
spike heel, imitation turn, Pageant last AA 
B 3-8, C 2%-8. 


1786—Same in rose beige kid, tan dot calf trimmed. 
(New Models—Write for Prices). 





pettipoint calf trimmed, 
a turn, Pageant last. 





1769—Same in pastel 
(New Models—Write for Pricer). 


SAINT LOUIS 





HE Central line has long been 

regarded as the infallible indi- 
cator of the style trend. Merchants 
have formed the habit of looking to 
Central to set them right on the sea- 
son’s buying. 


This year, the Central line at the St. 
Louis Pageant of Footwear Fashions 
will be better than ever. No mer- 
chant will want to pass up this op- 
portunity to visit our sample rooms 
—Rooms 304 and 306, Hotel Stat- 
ler. Every merchant will want to 
examine this dominant line in full. 


Remember—when you come to St. 
Louis for the Pageant on November 
29, November 30 and December 1, 
you will want to see the Central line 
in order to know what to buy for 


next season. . 


On this page are a few numbers that 
are good right now. We are taking 
orders for them for immediate deliv- 
ery. Send your order in at once and 
get these up-to-the-minute styles in 


your stock. We will ship the shoes 


the same day we receive your order. 


That’s Central service! 


GENTRAL SHOE Co. 


MANUFACTURERS 





U. S. A. 
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Mizpah Tie 
Skillfully designed in 
Cream Kid Vamp, Sad- 
dle and Heel—Mahogany 


on our 716 last 14/8 heel. 


Tie to Ties for Early Spring 


The popularity of the Tie is really enormous 
and style authorities say they have just started. 
This is only one of many patterns we are show- 
ing. Whether the shoe is for street or dress 
wear “Shoe, Specialty Shoes” are particularly 
smart in every detail. 


| hoepecia lly Manufacturing Compan 

\ Pakry ef nen Fre Wow , 

Locust Street, Louis, USA. 

i. Lents Regen ot Soelah Bendiea Siik ei. 
rai roe acme 








This is one of the many new 
patterns now featured in our 
line for January and Febru- 
ary selling. See our complete 
display at Rooms 204-6 at the 
Statler, or visit us at our 
home at- Fifteenth & Wash- 
ington, where a hearty wel- 
come awaits you. 
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HOORAY 


3083—All Patent with Green Frog Trim. 14/8 
Heel. $4. 
3080—Very rich Burgundy Kid—Green 
Trim. 19/8 Heel. 85. 
3081—All Patent with Black Pin Seal Trim. 
19/8 Heel. $4.85 
2068S Velvet Black Satin Trim 19 
eel, 
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FROU-FROU 


1880—Cherry Patent Vamp Brown F: uarter 
—Fancy Trim. 19/8 Heel. 4 Geiss 


1882—Black Satin Vamp. Black Velvet Quarter 
—Fancy Trim. 19/8 Heel, $5.25 


1883—All Patent Brown Frog Trim. _ 19, 
Heel. ‘ 96.45 


ST. LOUIS PAGEANT OF FOOTWEAR FASHIONS, HOTEL STATLER, NOV. 29-30-DEC. 1 
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SHOES THAT SELL 


nST.LOU 


is 
Scneatest 2 


¥ Earlier This Year 


Third Annual St. Louis Pageant 
| of Footwear Fashions 


HOTEL STATLER 
Nov. 29, 30, Dec. 1 
THE NEW BUYING TIME 


a, Oy ee er 
It's the tec 


Sta yat-Home Enjoy the advantages that go with a knowledge at this 
early date of what is coming in spring, a privilege 
Me rc hant heretofore enjoyed only by the larger buyers, who could 
spend weeks getting the information you now get in 
these three days. 
Know before the Holiday Rush what to push and close 
out from your present stock while you can yet make a 
profit. 
Introduce authentic spring styles, February ist or 
earlier, thereby stimulating business during an otherwise 
unprofitable period. 
Insure prompt and more nearly complete delivery of 
purchases. 
Have more time to feel the pulse of spring style trends, 
eliminating the losses, disappointments and grief so 
often resulting from Rush buying without adequate 
information. 
Be sure to attend. Know—don’t .guess. Make hotel 
reservations with F. A. Mahler, 1602 Locust St., St. 
Louis, Mo. 

















REDUCED RAILROAD RATES 
‘are and one half for the round trip from all points in the United States 
in effect to the Convention of the Southwestern Shoe Retailers’ 
tion, to be held on the same dates. Buy a one way ticket and be 
sure to get a receipt from your agent. 


St. Louis Shoe Manufacturers and Wholesalers Assn. : 
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f Siw new Spring 1927 line of BROWNbilt shoes for 

men -and women, and Buster Brown shoes for boys and 
girls will be ready and on display at the St. Louis Pageant 
of Footwear Fashions. 





Take advantage of the opportunity afforded you this 
year of seeing these new Spring styles a month earlier. 


A cordial welcome awaits Pageant Visitors at our show 


rooms, 


Numbers 208 and 210, Hotel Statler 


and at our general offices and sales rooms, Washington Ave., 
16th to 17th Streets. 


Weswe Snoe Gowsgesng, 
Manufacturers oak 





St. Louis 
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COME TO ST. LOUIS! 


Visit our display at the great Style Pageant— 
Hotel Statler—Rooms 201-202 


See our many beautiful styles ready for quick shipment 
at our headquarters—13th and Washington Ave. 


Let Us Help Make Your Visit a Pleasure and a Profit 


SP. 


BRANCH OF 
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More reasons why you should 
come to the St. Louis Pageant 


J. G. JONES, JR. A. BE. FARRAR 
Rice-O’ Neill Shoe Co. Friedman-Shelby 
. 


“The information that a merchant can get by attending the nn ~ Re be up Gre nee ir few hy By 
, from ness to a ageant cotwear 

Style Show te be held in November, te my way of thinking, “Net only St. Louls made lines but practically every manu- 

is te know what is coming for early spring and te be able facturer of any consequence from all of t shoe 

to have the new styles for early selling and turn his sale me that ti thelr advanee Spring styles on idiaplay in St. Louis 

months into profitable selling months by having the new styles br i. whe come to St. a aa oe ortare 

— rite SS ce have ‘oa ‘ eet b ai of hi Serine 
ellow S away a io buy o' s 
=? Se 2 ee Convention the first of 
january.’ 





JULIAN SAMUELS J. W. CONNER 
Samuels Shoe Oo. Hamilton-Brown Shoe Co. 


“Merchants attend! , #. St. Louis Pageant will be just 
one month ahead of brother merchants whe do not attend. 
Spring’s newest creations will be shown for the first time on 
the Pageant. Aggressive shoe merchandisers cannot aff 
to remain at home.”’ 


CHAS. TWEEDIE 
Tweedie Footwear Corporation 


RES ESySRSuaiE 
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Style Distinctionin Ge 
“Beauty Maid” Shoes_ - Wt. noer In Focolin with 


s patent leather trim—1900 last-— 
Ultra ante 20/8 high spike heel—all widths. 
Also made in Satin or any com- 

bination of leathers—all lasts. 


TO ORDER ONLY. 


Snug fit! Graceful lines in arch and contour! 
heels! These are some of the reasons for their distinction. 
spring line will develop some surprises of interest to shoe merchants. 
The entire ensemble for spring, including new colors, new patterns and 
new lasts, will be displayed at 

Rooms 217-219 Hotel Jefferson, November 29-30, December 1. 

N. S. R. A. Convention, Chicago—Hotel Morrison, Rooms 1330-40, Jan. 4 to 7. 


WOLF-TOBER 
SHOE MANUFACTURING COMPANY 


2511 to 2521 Sullivan Ave. 


Saint Louis 
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9367—Beautifully designed Steel 
Ornament with puffed satin or 
leather filler. Per pair. ...$1.00 












Where Fashion Assembles 
Shoe Ornaments Are 
the Vogue 








Are you realizing your fullest possi- 
bilities of profit? Your opportunity 
is here. 
Room 222, Hotel Statler 2043—Jewelers Enamel Buckle 

in popular colors, such as Black, 
November 29-30 and December 1, Dur- Tan, Grey, Blonde, Red, Blue, 
ing St. Louis Pageant of Footwear Green or in combinations of any 


Fashions or any time at our Factory. Pes ergs This is going 
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A Cinderella contest z:vas held to determine who should take part in the St. Louis Fashion Pageant and here are the judges: 


Standing (left to right)—Arthur E. Ebbs, Swope Shoe Co., and president of the Southwestern Shoe Retailers’ Association; 
O. T. James, Peters Shoe Co.; Frank A. Mahler, secretary-treasurer of the St. Louis Shoe Manufacturers’ and Wholesalers’ Asso- 


ciation; Miss Mildred Unland, producer of the pageant; Harry G. Johansen, Johansen Bros. Shoe Co., and president of the St. 
Louis Shoe Manufacturers’ and Wholesalers’ Association; L. R. Favreau, Dunbar Pattern Co., and Charles E. Williams, Charles 
E. Williams Shoe Co. 
Seated (left to right)—Al. Farrar, Friedman-Shelby Shoe Co.; H. M. Underhill, Scruggs, Vandervoort and Barney D. G. Co.; 
A. J. Pauly, Stix, Baer and Fuller D. G. Co.; M. M. McCain, The Shoe Mart, and J. W. Howe of the Johnson, Stephens and Shinkle 

Shoe. Co. 


Look ’Em Over At St. Louis 


"Te third Annual St. Louis 
Pageant of Footwear Fashions, 
to be given in this city Nov. 

29, 30, and Dec. 1 by the St. Louis 

Shoe Manufacturers and Whole- 

salers’ Association, is in readiness 

for the shoe merchants of America 
who will attend. From the reserva- 
tions it is indicated that the dates, 
which were moved up one month 
from the past two shows which were 
given in January, has met with the 
approval of the shoe buyers who 
will come to St. Louis to see the 

spring footwear fashions of 1927 

make their debut. F. A. Mahler, 

efficient secretary and manager of 
the association, states that the at- 
tendance will be as large as any 
crowd attracted to the previous 
pageants, 

The decision to change the’ dates 
was created by the new era of foot- 


wear merchandising that is abroad 
throughout the country and which 
alert, aggressive merchants have 
adopted as a program promoting 
greater profits during January and 
February. The offering of spring 
footwear in January is no longer an 
unusual merchandising step, and so 
successful has the plan proved that 
the idea is rapidly gaining a mo- 
mentum that will change the months 
of January and February from sales 
and slackness to periods of prosper- 
ity and profits. 


HOE buyers from every section 

of the country have made reser- 
vations and there should be present 
in St. Louis during the pageant one 
of the most important groups of 
shoe operators that will gather at 
any one shoe center during the com- 
ing year. 


This new merchandising thought, 
tried and approved by the best re- 
tail shoe stores in America, has re- 
ceived the plaudits of the shoe 
industry as well. 


TH buying a month earlier. 
promised deliveries will be ad- 
hered to and shoes will be the better 
because of this change, which will 
afford~the manufacturers more time 
to produce footwear properly as 
against the jamming through of 
orders because of late buying. The 
style trend within fashion’s scope 
will be definitely decided when the 
lines are spread in St. Louis during 
the pageant. ; 
During the past month the style 
creators of the St. Louis manufac- 
turers have been working enthusi- 
astically on patterns that later will 
be the adopted vogue throughout 
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shoedom. Of course, there will be 
flashes developed later—there never 
has been a time when they were not 
prevalent—but their late introduc- 
tion has never upset the general 
style trend, which this season will 
be introduced a month earlier. At 
none of the previous shows has there 
been aS much interest shown in the 
development of footwear styles of 
assured consumer acceptance as the 
coming one. The St. Louis manu- 
facturers realize that shoe operators 
will place utmost confidence in the 
spring footwear presented as to cor- 
rectness of style, and are therefore 
carefully designing footwear that 
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She’s in the Cinderella contest 









will have the stamp of buyer ap- 
proval. 

The St. Louis Shoe Manufacturers 
and Wholesalers’ Association mem- 
bers will occupy the Hotel Statler 
exclusively and all of the sample 
rooms of these firms will be located 
there. Other accessory firms and 
those allied in the shoe trade will 
also be housed in the headquarters 
hotel. Secretary Mahler announces 
that the Jefferson, Mayfair and Mis- 
souri hotels are all filled with manu- 
facturers from every important shoe 
center in the United States. 

The moving up of the dates of the 
shoe pageant was heartily welcomed 
by all of the shoe centers, and to 
express their approval they are 
showing their spring lines for the 
first time at St. Louis. There will 
be approximately three hundréd 
lines of shoes displayed throughout 
the various hotels in the city. 

The Cincinnati market will be at 
the Hotels Jefferson and Mayfair. 
Brooklyn will also divide its market 
between the Jefferson and Mayfair. 
New England will be located for the 
most part in the Jefferson Hotel. 
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Milwaukee and many of the Wis- 
consin manufacturers will be at the 
Mayfair. All of the arrangements 
for sample rooms for outside manu- 
facturers are made through the as- 
sociation, who have always welcomed 
the members of other markets and 
urged their participation in the 
pageant as visiting manufacturers. 
Merchants anticipating attending 
the pageant should write Frank A. 
Mahler, secretary, 1601 Locust 
Street, St. Louis, at once with a re- 
quest for hotel reservations. There 
is plenty of hotel space available, but 
it will be more convenient for shoe 
merchants if they make their plans 
in advance through the association 
office. There has been no advance 
in hotel rates because of the St. 
Louis Pageant of Footwear Fash- 
ions. This agreement was entered 
into by the hotel men’s association. 


E Southwestern Shoe Retail- 
ers’ Association will hold its an- 
nual convention at the same time the 
pageant is in progress. Reduced 
rates have been granted to members 
of the Southwestern Shoe Retailers’ 
Association and those expetting to 
attend have only to request reduced 
fare certificates at the time of pur- 
chasing tickets. Don’t fail to get 
the certificate or a receipt, as rates 
have been granted from every point 
in the United States. ; 

The pageant will be held in the 
spacious ball room of the Statler 
Hotel. This magnificent auditorium, 
beautifully decorated, will seat 800 
people. It is located on the six- 
teenth floor of the hotel and tickets 












And here’s another 


for admission to the pageant may be 
secured at the registration desk in 
the lobby of the hotel. 

A specially constructed runway 
patterned after the crowned high- 
ways of America will run through 
the center of the ball room. Un- 
usual illuminated effects are part of 
the construction, which displays the 
footwear to the best advantage. At 
the east end of the room will be the 
stage, which is being worked out by 
the most capable stage studios in the 
West. The treatment will have a 
most individual atmosphere apd 
from a huge shoe of dazzling crys- 
tals will step the mannequins. 

The entire production is under the 
direction of Miss Mildred Unland, 
who has just returned from London. 





A part of the ballet which will enliven the pageant ~ 
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Another Exclusive Brauer Creation 


This. scalloped pump will intrigue women’s 
fancy for the unusual in foot dress. Tor- 
toise shell calf vamp and quarter—copper 
patent overlay scroll on tip, vamp and quar- 
ter—400 Last—20/8 narrow v spike copper 
patent covered heel. 

NOT CARRIED IN STOCK 

MADE TO ORDER ONLY 


Also in all over satins, patents and other materials 
now in vogue. 


xavsso BRAUER BROS. SHOE. 


SAINT LOUIS, U. S. A. 


FASHIONERS OF WOMEN’S NOVELTY SHOES 
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“PATENTED” Note the change in clamp con- 
struction. Pressure of knob 
ever the hole makes this new 
holder fit vamp very tightly. 
Can be attached to vamp easily 
but will not come off except by 
use of some force. 
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IMPROVED 
Victory HoLpER 
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The continued demand for buckles makes this Victory holder an essential part of every dealers 
stock. With this holder an opera pump can be adorned with a buckle by a simple twist of 
the wrist and extra sales made. Many retailers use these holders for window display purposes; 
they do not mar the pump yet make an excellent effect with a pretty buckle. 


Jobbers should write for prices. We will prosecute those who infringe on this patent. 


FLEMING & KEEVERS: CO., Inc. Manufacturers at NORTHAMPTON, MASS. 


T@V 1 7@\ 1 /\ V1 /@\ 7 ON ONEONTA ON ONO BSA ON ON IANETON TON TONI (ON (OV /0N(0\ (0/00) 0) 0s 0 18 


es 


CN EAN Ja JE JE 


{aN TAN ONETANITANI TON OV AVION @ TANTO OTANI AN ANIONS 














November 18, 1926 BOOT AND SHOE RECORDER 





Sy 


THE QUALITY SHOE 


THE CAHILL COMPANY 


THE STANLEY DUTTENHOFER SHOE 
COMPANY 


THE VAL DUTTENHOFER SONS COMPANY 


THE HOLTERS COMPANY 


THE CHARLES MEIS SHOE COMPANY 


THE P. SULLIVAN SHOE CO. 





MARKET OF AMERICA 


THE JULIAN & KOKENGE COMPANY 
THE ROTH SHOE MANUFACTURING CO. 


THE KRIPPENDORF-DITTMANN COMPANY 


_ 


THE VOLLMAN-LAWRENCE COMPANY 


THE SCHEIFFELE SHOE COMPANY 


N 


RIESENBERGER, WOLF & PECK CO. 
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Speaking of feet— 
There’s Football 


The wide-awake Shoeman can learn a lot at a football game 
—a lot that isn’t printed in the 1926 Rule Book! 









Suppose it’s you, for instance, who have been lucky enough 
to get a brace of tickets for the Big Game. After climbing 
endless steps and bumping endless knees, you have finally 
managed to locate Section G, Row F, and are sinking down 
into Seat 112 to see what you can see. 










Crowds! Swarming crowds—and still they come! There’ll 
be fifty thousand people—a hundred thousand feet! 






And notice the number of women, please. The stands are 
gay with their finery. Everybody’s mother, everybody’s 
sister, everybody’s girl! Thousands of them! 








You can say what you like—football may be football to the 
he-man fan on the side lines, but to Femininity, football is a 


function. 







A function to be dressed for . . . notice the smart suits, the 
modish coats, the tremendous number of sport shoes! 







Food for thought in those sports shoes! There must be 
twenty thousand women here—the great majority of them 
appropriately shod. There must be hundreds of thousands 
of other women at other gridirons with shoes suited to the 
occasion. Football, golf, tennis, dancing . . . what a lot of 
different kinds of shoes all these women buy! 








What a whale of a market! 
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But let’s get back to football. Why fifty thousand people? 
The old line-bucking game would never have filled such a 
stadium as this! What is the secret of such tremendous 
popularity! 


It’s a better game than it used to be—that’s the answer! An 
open game—a game of breath-catching forward passes— 
spectacular—thrilling! There have been radical changes 
in the rules—changes for the better. 


So with the shoe game. During the past five years new 
methods, new rules have been evolved in the Industry. The 
up-to-the-minute merchant plays a better game to bigger 
crowds. A 


There is the In-Stock Department, for instance—the for- 
ward pass of the shoe business. Do you remember, a few 
years ago when Shoemen were forced to carry big stocks 
throughout the season just as the pigskin was carried from 
one end of the field to the other? Now, thanks to Cincinnati 
In-Stock Departments, he can get what he wants when he 
wants it! The game moves. 


And observe, too, how the modern Shoeman concentrates 
his buying. He is keen to take every advantage of bulk pur- 
‘chasing. He gives his business to a few reliable factories. 
He avoids duplication of styles. He cuts his overhead. He 
plays the game according to the 1926 rules! 


And he gains more business “yardage” in six months than 
his slow-moving brother of yesterday totaled in a year! 


Yes, there’s a lot to be learned at a football game—a lot to 
take home and think about—a lot that will help you to play 
a clean game, a fast game, a winning game! 


Concentrate on Cincinnati market shoes!! 
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Foot Rest Shoes—the shoes with su- 
perior features—easily surmount the 
barriers of sales resistance, and make 
the first sale easy so that repeat busi- 
ness follows as a matter of course. The 
“Foot Rest’ Characteristics assure per- 
fect fit, comfort and style, which form- 
erly were foreign to corrective footwear. 
These advantages are so obvious that a 
purchase invariably follows their deim- 
onstration. Our Stock Department af- 
The Lady Isabelle fords prompt fill in and makes for rapid 
turn-over. 











23 Numbers In Stock 





The R. L. C. 
Soft Leather 
Pad 














“Built in” Trade Mark 


THE VOLLMAN LAWRENCE CO. 


CINCINNATI 


Makers of America’s Greatest Ten Dollar Retailers 
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if B Mende G for something new? Then sample 
this sparkling, wine-colored patent—the Lottie. A 
luscious, iridescent shade of claret with a de luxe enamel 
leather inlay on the tongue. And the Lottie doesn’t come 
to you at a bootleg price. Like all other Holters’ Style 
McKays, it’s made to retail at from $6.00 to $8.50. Show 
it toa customer. Her eye will approve, and her pocket- 
book will second the motion. 






No. 964 — The Lottie 


Wine-colored patent tongue- 
eae pump, short vamp, 18/8 
Be mem heel. Made to order. 


THE HOLTERS COMPANY 


Branch of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio ; 


Denver Office: : Minneapolis Office: Coast Representative: 
218 Charles Bldg. 723 Boston Block Art Naftzger 
W. B. McNutt, Mer. G. S. Sanders, Mgr. Hotel Gowman, Seattle, Wash. 
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THE MADELINE 


474—Black Kid 
475—Patent Leather 


IN STOCK, $5.35 


Sizes: AAA, 5% to 9; AA, 5 to 9 
A, 5, 9; B, 4 to 9 
C, 3% to 9; D,4to9 


Announcing 


SUL-DO-PEDIC 


(Combination heel model) 











The aristocrat of all style-plus-comfort Shoes 


It represents knowledge acquired 


SUL-DO-PEDIC is the master product of Premier Footwear builders. 


through 55 years of making fine style shoes, shoes noted for their superb fit, no less for their superior fashion. 
SUL-DO-PEDIC inherits these recognized merits while creating a new standard of value by which protective 


and corrective footwear must be judged hereafter. 


There are five SUL-DO-PEDIC patterns over lasts of correct style; in patent leather, black and brown 
kid as well as the modish calf leathers. The contours of the inside measurements keep the foot in a 
natural posture at all times. The skillfully designed and modeled heel holds a snug position free from slipping 
or gaping, while the fitting qualities of the shoe may.be gauged at the try-on without buttoning or lacing. 

Unanimous opinion among leading merchants who have examined and tested the SUL-DO-PEDIC, votes 
it the best fitting health-promoting shoe ever constructed. 

It will be a pleasure to show you the SUL-DO-PEDIC whose retail price of $8.50 and $10.00 will return 


you a major profit on each sale and foster a solid trade. Ask to see it. 


The P. Sullivan Shoe Co. 


CINCINNATI 
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Under two years of age 
—but “over” throughout the country 


ESS than two And the coming year will see Flexridge 





years ago, as 
this is written, The 
Flexridge Shoe was 
“born.” Its birth 
was not heralded by 
a great burst of pub- 
licity; yet it wasn’t 
long before the bet- 
ter shoe merchants 
of America began to hear of it. 

One woman told another, one merchant 
told another. The Flexridge Shoe became 
an “overnight suc- 
cess.” ‘Today, there 
are Flexridge deal- 
ers in every part of 
the United States; 
the Flexridge sales 
curve looks like the 
slope of Pike’s Peak. 
The Flexridge Shoe 
‘is “over”—it’s a 
sales hit! 


THE 


A wide ball- 
insuring perfect 
fitting comfort 


\ natural-shaped 
heel that doesn't 
slip — “Aas saves 


silk EL OAY 


SHOE 


FLEXR) 


sales zoom still higher. National adver- 

tising is telling more and more women 
about this remark- 
able shoe; styles are 
smarter than ever; 
and an In-Stock De- 
partment is ready to 
fill your order the 
day it is received. 

If you want a 
really live shoe—one 
that you don’t have 
shelves with price 

details of the Flex- 
Providing, .of course, 
hasn’t beaten you 


A its aiets SLUR 
sole that lets the 
arch exercise 


to coax off . your 
cuts—write. for 

ridge proposition. 
some other dealer 
to it in your terri- 
tory. 


A hidden shank 

that holds up the 

arch but does not 
e}bats Mm Galemceley | 


DGE 


“FLEXIBLE where you want it -RIGID where you need it” 


THE DUTTENHOFER BRANCH 
OF THE UNITED STATES SHOE COMPANY 
Sixth and Sycamore Sts., Cincinnati, Ohio 


“Flexible where you want it 
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The “FAIRWAY” 


a new Sally Walker 
Band-Grip model for the 
girl who “lives” out- 
doors. 
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' A new type of sport shoe 


—designed with the flexible Band- 
Grip pao for growing feet .... 
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ERE is a revolu- Z| are inserted through 
the eyelets at each end 


tionary new type PvVe 

of sport shoe—the | 4a of this band, and when 
Band-Grip. An out- : the shoe is laced, the 
door shoe, scientifi- Band-Grip forms a 
cally designed to sup- non-clamping, non- 
port the arch without binding. spreading but flexible support for 
the growing foot of the outdoor girl. 














There’s a real demand for such a 
shoe—and it’s met exclusively inthe Exclusive representation 


Sally Walker Band-Grip Shoe. One shoe merchant in each trading 
ver territory, and only one, will repre- 
What the Band-Grip is sent she Sally Walker Band-Grip 
In the “Fairway,” for example, there Shoe. An exclusive proposition, mer- 
is a band of leather inserted between chandised exclusively! Better write 
the upper and the lining on both today for particulars—before some- 
sides of the shoe. Regular shoe laces’ one else speaks for your territory. 


THE SCHEIFFELE COMPANY 
Branch of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


Chicago Office: Cleveland ce: 
Room 1826, Republic Bldg. 1538 Union Trust Bldg. 
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“MAY MANTON” McKAYS 


—Spring Styles—sparkling with the beauty and 
joy of Spring itseli—created in our New York 
studio and perfected by Cincinnati shoemaking. 


“ROTH’S CORRECTIVE SHOES” 


—orthopedically perfected to their utmost detail 
—and.-a stock department enlarged to please the 
most critical buyer. 


LIGHT FASHION WELTS 


of such grace and charm as can be supplied only 
by decades of experienced shoemaking. 


~ See them in their first shawn at the St. Louis Style Show, 
Hotel Jefferson, Room 823. 


ROTH SHOE} 
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Progress shortens Time. 


They used to say “Rome was not built in a 
day”. But that was before Advertising, 
modern machinery, automobiles, radio— , 
time-saving forces of the modern world. 


Modern methods get results in days that 
formerly required years. Now—America 
is literally building a Rome every day! 


A powerful, modern force in business is 
shortening time—speeding up sales. Read 
how this force will work for you—for your 


profit. 








pe 
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The Chaperone 


A popular Foot Saver pat- 
tern — Carried in Stock — 
Ready to ship. 


Widths AAAA to D—Sizes 
4% to 9%. 


J, Model No. 216—Black kid, 
patent trim. 
4 LAN ,: 8 
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Advertising shortens selling time. 


Every merchant knows that formerly it took years to 
build up prestige and good will for the merchandise he 
sold. Advertising has eliminated this long, slow road to 
consumer acceptance. 


FOOT SAVER ADVERTISING—reaching 4% 
million women every month— is selling the women of 
America on the supreme beauty—superb fitting-—and 
matchless grace-giving qualities of Foot Saver Shoes. 


Now when a merchant takes on the Foot Saver line, he 
takes on additional established business. Years of con- 
tinuous Foot Saver advertising have popularized Foot 
Savers with the leading women of his town—have pre- 
pared the way for immediate volume sales. 


You can step into this kind of a business—profit by this 
tremendous merchandising advantage—by securing the 
Foot Saver Franchise. 


The spirit of delay may whisper—‘No hurry 
—Rome was not built in a day”. But the 
spirit of modern business success says—*DO 
IT NOW!” 
Write TODAY for details of the Foot Saver 
opportunity. 


THE JULIAN & KOKENGE CO. 
Makers of the famous J & K 
Arch Fitting Shoes for Women 
East Fourth Street 
CINCINNATI OHIO 
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‘salable to the last pair’ 


BOOT AND SHOE RECORDER 


Have You Miss Fashion’s 
“GOOD WILL” 


HERE is an ever accumulating 
force—a factor of business success 
—which smart shoe merchants today 
are watching more carefully than ever. 


It is Miss Fashion’s Good Will. 


Defined by the U. S. Supreme Court, 
Good Will is “the disposition of a pleased 
customer to return to the place where 
she has been well treated.” 


To win and hold Miss Fashion’s Good 
Will you must, first, satisfy her style 
desires; second, give her quality that 
assures comfortable wear, and, third, 
convince her that you always carry the 
latest and most authentic styles. 


Our new offerings for early spring will 
provide the owners of America’s smart- 
est shops with inspiration for greater 
merchandising achievement. 


We will display our samples at St. Louis Nov. 29, 30 and 
Dec. 1, Hotel Mayfair, Rooms 426, 428, 429 


THE STANLEY DUTTENHOFER SHOE CO., Cincinnati 


“The. Willette” 


A charming loop one-strap, 
105 last. Patent colt, trimmed 
in Mother of Pearl Kid. 17/8 
Wood Louis heel. 








efor 
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Follow This Line— «4 You Can’t Go Wrong 
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A PERSONAL APPEAL 
TO THE BUYER WHO 
INSISTS ON THE NEWEST 
AND MOST POPULAR 
STYLES OF THE SEASON 


8545 


8759—-CMSC-Made Patent Colt 5- 
eyelet Oxford. Patent Aguana 
quarter. Full Spike Heel. 

Cc $4.25 


8548-—CMSC-Made Patent Oxford, 
Black Lizard skeleton stay 
and overlay, Cuban celluloid 
covered heel. B to C...$3.85 

8558—CMSC-Made Strollers Tan 
Calf, Sauterne Calf lace and 
stay, Cuban celluloid covered 
heel. G $3. 


8675—CMSC -Made Patent 8677—-CMSC-Made HUG- 
Chrome Oxford Tie, TITE Arch Support 
Black Lizard saddle, Patent Colt, One 
14/8 Cuban leather Strap, Cuban cellu- 
heel. A to C...$3.35 loid covered heel, 

8685—Same, Stroller Tan combination last. A 
Calf, Shark saddle. to C 
A Cc $3.35 8595—Same, 14/8 
leather heel. 

8665—-CMSC - Made Patent D 
Chrome.3-button cut- 
out strap, HUG-TITE 8536—CMSC - Made Patent 
Arch Support, 14/8 Colt Pump, 14/8 Cu- 
any leather a _ covered heel. A 


A D $3.3) Cc $3.35 
8655—Same, Fine Black Kid 8527—Same, 18/8 Full Louis 
D $3.35 heel. AA to C. .$3.50 


8845—CMSC - Made Patent 8534—CMSC-Made Patent 
Colt, One Strap, 14/8 Side Gore Pump 
Cuban covered heel. HUG-TITE Arch Sep: 
35 rt, 14/8 Cuban 
a. eather heel. 


$3.35 
8806—Same, Fine Black Kid. 
B D $3.35 


Here You Are! a recognized leaders 
Popular-Priced Footwear—Ready for Shipment. 


Visit our St. Louis sample rooms at 529-530 Mayfair 
Hotel during the St. Louis Style Show. 


A SHOE FOR EVERY SHELF IN YOUR STORE 
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Will be on display at 


Hotel Jefferson 


Rooms 423 & 425 


St. Louis 
Style Show 


Nov. 29, 30-Dec. 1 


In Stock 


05017—Patent Leather 
05018—Patent Leather, 16/8 heel 
05594——Patent Leather, 13/8 heel 
05020—Patent Leather 
05680—-Patent Leather 
05685—Patent Leather 


SIZES AND WIDTHS 


2 SEE 
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wAA, 5 to 
A, 4% to 
B, 4 to 
Cc, 3% to 


com enero, 


Single Pairs 25c. Extra 


THE CAHILL SHOE CO. 


CINCINNATI 
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DEPENDABLE 
Styles 


ROOMS 1116, 1123, 1125 
JEFFERSON HOTEL, ST. LOUIS 
Nov. 29, 30 Dec. 1 
A complete showing of early spring styles 
will be ready for your careful considera- 

tion at the St. Louis Show. 


Materials, colors and patterns have been 
selected with care, bearing in mind the rec- 
ommendations of the Styles Conference. 







Argo Tie 






Designed to meet the 
demand for lighter pat- 


terns in Tie effects. The Krippendorf-Dittmann Co. 


CINCINNATI, OHIO 
je 


“STYLE QUALITY SERVICE 
Jeradine Strap 







: Yule Strap 
Dainty and light for 
early Spring. In colors Attracti designed 
as well as patent with for new Spring color 







trimming. suggestions. 
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Rooms 
321-322 


ST. LOUIS 
Nov. 29, 30, Dec. 1 


November 18, 1926 
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JEFFERSON HOTEL 











Spring’s Freshest Offerings in authoritative 
designs, accepted materials and correct 
color combinations will attract a host of 


Belle ' visiting buyers to these rooms during the 


St. Louis Pageant. 


while in St. Louis. 


RIESENBERGER, WOLF & PECK CO. 


CINCINNATI, OHIO 
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You must not fail to see this exquisite line 






Manny Peck, Dave Wolf and Jimmie 
Blythe will be ready to serve you. 
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Recommendedy 
JOINT STYLES COMMITTEE 


Now Ready in ~\, d 
RUEPING LEATHERS 

As soon. as announced they are ] - [fr 
available—an example of the pre- 
paredness that is one of the ele- 

ments of Rueping Service. Mer- 

chants may specify any color in 

any Rueéping leather with assur- le 7 

ance that there will be no long [ 


, wait for delivery of skins to the 
shoe factory. 
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The Joint Styles Committee of 
the Shoe & Leather trade in con- 
ference at the Hotel Astor, New 

York, November 3rd and 4th, 
adopted these shades for spring 
~<98 ng NRE footwear. 









Pastel Parchment Shell Grey , 
Stone Stroller Tan 
Rose Blush Hampstead Brown 
Spanish Raisin 











Write for color swatches. 


Fred Rueping Leather Co. 
Fond du Lac, Wisconsin 


Branches: Boston, Chicago, San Francisco, Cincinnati, 
Milwaukee, Montreal, 8t. .. New York, Northampton, 
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IN STOCK 
at 
New York 


106 Duane 
Street 




















IN STOCK 





Street 
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Mr. INDEPENDENT 


RETAILER... 


Protection on 


Expressly for you 


Prices—Styles—Service 


HE entire Top Notch policy is 
designed to help you meet competi- 


tion successfully and profitably. 


We protect you on price. 


You can rest 


assured that no volume competitor in 
your territory buys Top Notch goods 


lower than you do. 


So no other store 


can undersell you on Top Notch Rub- 
bers because of securing a price con- 


cession from us. 
We study the styles. 





In the Top Notch 







lines are up-to-date numbers only. You 


won't be stuck with shelf-warmers! 


Top Notch Fast Service from seven 
branches protects you against overstocks. 
Under the Top Notch system there’s no 


at 
Boston 
241 Congress 








IN STOCK 
at | x 
Chicago | 
208 So. Jeffers | 
ea oe 
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IN STOCK 
at 
Minneapolis 


426 Second 
Ave., North 
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IN STOCK 


at 


Kansas City, 
Mo. 


926 Broadway 





GRIP SURE 


The real basket ball shoe. 
Suction cups grip the floor. 
Grip Sure is the original 
shoe with the patented 
suction cup molded sole. 


need for you to have big stocks on hand 
after January Ist. You can size-up from 
the branch nearest you in double-quick 
time. 


Try Top Notch Service and convince 


yourself. 


. 


THE BEACON FALLS RUBBER SHOE CO. 


Makers of Top Notch Rubber and 
Canvas Rubber Sole 


BEACON FALLS, CONNECTICUT 





IN STOCK 
at 
San Fran- 
cisco 
530 Howard . 
Street 











Footwear 


GUARANTEE |] OF SERVICE 


OP NOTCH 
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TYLES in shoes change rapidly but the 
demand for quality and fine finish in 
the leather has been unvarying since 

the days of our Forefathers. 





TANDRITE process guarantees the finest texture, 
smooth close grain, brilliant depth of color, last- 
ing finish and assured wearing qualities. 


In rich, lustrous black or the mewest colors, the 
mellow flexibility of TANDRITE calf lends itself to 
shoes of the latest fashion for street and dress wear. 


Send for Sample Cuttings 


E. HUBSCHMAN & SONS, INC. 


S. W. Cor. Orianna and Willow Streets 
PHILADELPHIA | 














No 
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The fashion race is to the swift—and 


(926 


the exclusive. 





Distributors of Butterfly Footwear 
know the value and strength of our pattern 
department. It works swiftly with wide 








sources of information to build exclusive 


Our 61 last. Short vamp, 20/8 


heel. We have this same last in B — 
s/o iad 17a utterfly styles. It works secretly —only 


releasing these styles when they are right 
and where they are to be sold—on the 
fitting stools of Butterfly customers all 
over the land. 


If you want to sell smart McKays that 
are different—buy Butterfly Footwear. 





for 35 years 






Bb GEO. B.LEAVITTCO: gf, ' 
_ FARMINGTON,N.H. ) 4 
Women’s Shoemakers Exclusively . 


Boston Orrices 163 Essex Srreer 
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There Lies the STRENGTH 
of the Shoe 
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The Crawford Arch Supporting 
Shank is a durable sliding steel 
shank. The top bar is notched at 
the forepart so that it may be at- 
tached to the insole. This bar is 
made of high carbon steel, well 
tempered and hardened. The 
lower bar is fitted with an elon- 
gated slot at the heel which allows 
a free sliding movement. A lock- 
ing device at the forepart prevents 


os ae emma at tt. SHANK of the shoe is its vital part. 
The life and appearance of every shoe de- 
@ pends considerably on its shank construction. 


In order to withstand the weight, friction and severe 
SPLIT RIVET P e “1: 
ingoce strain that takes place at this spot, a durable, resilient 
arch supporting shank is necessary. 


OIN 
The Crawford Arch Supporting Shank embodies the 
combination of rigidity and flexibility. This- shank 
stays with the foot in every position. When the weight 
is on the foot the rigid bar gives-the necessary firm- 
ness. As the weight relaxes the flexible band springs 
with, and hugs the relaxed arch. 


United Shoe Machinery Corporation 


Boston, Massachusetts 
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LTHOUGH Pursuits and Pastimes were Genteel and 
Sedate, young Females of Earlier Times wagged fheir 


tongues as briskly over feminine finery and footwear as fhe 


Debs and Sub-Debs of today. 


It is the Warm Personal Recommendation of J ellerson- 
Rafter footwear by one woman to another whith makes fhis 


line grow so rapidly in popularity wherever it is introduced. 


Shoes of Fashion 
Popularly Priced 


A 


Gilda At 
Jellerson-Rafter Company Wy 3 
Norway. Maine 1 @ 

With an Office in Boston at 139 Lincoln Street . oe 








BOOT AND SHOE RECORDER November 18, 1926 


% 
= 
‘ 
> 6 
Udy 
= Se 
\ lay 
~ > 
pbs 
ey j 
Vn eke i (ae “oe 
a “A 
—; s yn vY 
) e 
zs 7, 
‘wpe 
x 
c 
fNN 
\ 
2 
(Ba 
h 
Y 
ie eS % 
4 a Se 
% Fz “as 
\ VE Y LF WS 
44 \ 
a's Jiew 
ee é 
y 


sn iiesencettnonememenprenenenenetetiennantelanietainianeTaite 


Joint Style Committee 
Recommendations Colored Velours Calf Lotus Calf 








Pastel Parchment Pastel Parchment Pastel Parchment 
Stone Stone Stone 

Shell Grey Shell Grey 

Rose Blush Rose Blush 

Spanish Raisin Spanish Raisin 

Stroller Tan Gypsy 


Other shades to choose from. 


Colored Velours Calf Lotus Calf 


Sauterne Rose Beige = = Marsala 
Sauterne Safra 

Aura No. 108 
Amber Mecca No. 105 
Autumn Blonde - Coronado No. 104 





Rose Beige 








Write for Color Card - 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE WISCONSIN 
Boston Chicago i oi a Northampton, Eng. 
New York St. Louis Leicester, Eng. 
Philadelphia San Francisco 
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E Unroes\ hoe (ompany 
FACTORY AT AUBURN, MAINE, 


WITH BOSTON OFFICE AT 
139 LINCOLN STREET 
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Rooms 406 and 408 Hotel jefferson 
St. Louis Fashion Week 
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* A Built toa Standard 













One of the many 
models that has so 
successfully inspired 
the country’s leading 
retailers to make Beker 
& Friedman shoes 
their strongest $10 
line. 


The “Parisian” 


the oxford every 
woman wants 


—It has daintiness 
—It is light-and airy 


—It shows the smart 
two leather mode 


It will be an inspiration to. you to see our 
advance Spring showing of fashionable foot- 





wear—truly a work of art. 


HOTEL JEFFERSON 
Rooms 1121-1122 
St. Louis—-Nov. 29, 30, Dec. 1 
“Lou” Friedman in. attendance 











“Brooklyn’s Greatest Line of $10 Retailers” 


_ BEKER. & FRIEDMAN Inc. 
‘Ladies Tarn Shoes Built toa Standard” & 
23~25 Lafayette St.~ ~ ~ ‘Brooklyn,N.Y 
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Stock Number 5552. Wine 
Patent Quoddy one-strap Pump. 
Marsalla Quarter and Heel. 
17/8 Covered Breasted Heel, 
916 Last, B, 3 to 8; C, 24% to 
8. Priced at $3.85. 


Stock Number 5555. Wine ; 
Fatent Parree Pump. 19/8 
Covered Breasted Heel, 919 
Last, A, 3% to 8; B, 3 to 8; 
C, 2% to 8. Priced at $3.75. 


Stock No. 5519. Black Satin, 
Moire Quarter, one - strap 














Pump. Flexible McKay. 17/8 Mc 
Covered Breasted Heel, 916 
Last. B, 3 to 8; C, 2% to 8. G 


Priced at $3.35. 


HA 


| 

an 

Stock No. 4346. Patent ( 
Feather Lite one-strap Pump. 
Flexible McKay. 17/8 Cov- 
ered Breasted Heel, 55 Last. 

A, 2% to 8; B, 3 to 8; C, , 
2% to 8. Priced at $3.95. 





See the Line They Are All 
Talking About 
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e Height of officiency 
in manufacturing ~ 
inDhighly specialized. 
strategically located~ 


fac tor 10S. 


126 













CRADDOCK-TERRY CO. 
Lynchburg, Va. 


curate aia Every merchant, if possible, prefers to 






ec aie a a buy his advanced style footwear for 
Lynchburg, Va. women in his own part of the country, 
HARSH & CHAPLINE SHOE = ; 
pes. This closer contact makes for prompt 
liwaukee, 1s. . . 
CRADDOCK-TERRY CO. deliveries, fresher goods and the personal 
Baltimore, Md. . . . = 
nds ae eae service which neighborhood buying al- 
A haa ways gives. 
Portland, Ore. 
Craddock-Terry Sales Offices Therefore—for heightened efficiency—the great 
56 North Third ‘Street Craddock-Terry Co. maintains 12 specialized and 
Pittsburgh : : ; : 
404 Blackstone Bldg. strategically located factories at pivotal points. 
1cago — 
i “West  sfedinoe’ Saree reg 
Law Adana tuk: No matter where your store is—Craddock-Terry 
714 South Hill St. : * 2. 
New York styles and service are within easy reach. 





Room 36, Graham Bidg. 
127 Duane St. 
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From the day he starts his furnace until he lets it out—a good 
six months of the year, he wears high boots with lacing hooks. 


There are thousands of him. They want comfort, not fads. 
They’re the men who buy shoes with lacing hooks. 


vw 


When you order, specify visible eyelets and lacing hooks 


TUBULAR: RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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No. 478—Constant Comfort 
oxford of genuine black Ruby 
Rubber heel. Price 


No. 513—Constant Style shoe 
ef genuine black Ruby Kid. 
Rubber heel. Price. . .$3. 
No. 913—Same style in Pat- 
ent Leather. 


. 483—Constant Comfort 
two strap of geniune b 
Ruby Kid Rubber heel. 
Price ... 2.65 





ILD up your volume with CONSTANT 
OMFOR and (¢ ONS ANT STYLE shoes 
] | | | 25—Plain toe 
Smelehaaielaw ta the spice of life, the week genuine black Ruby 
; ' - , ; Rubber heel. Price..... $3 
in and week-oOut sales of staple stVLES 


Nationally 
{duvertised 


make up the staff of Irfe. When you place 
your orders tor Spring, think first of your 


CONSTANT COMFORT and CONSTANT STYLE 


Marceltraekeltracrtelerimchucacrsiirem.welrae 

Tad om erage) metereeltiiica a tacholoteriacere 
I 

fetes to look tor CONSTANT COMFORT and 


CONSTANT STYLE, the shoes with the fa 


mous 7 Points of Merit. To focus their at 


] | 
tention on your store, display these shoe 


Welttamarsrerehc amr cereme leh acaeriomeslann 


vour me wspape rs 





AULT-WILLIAMSON SHOE COMPANY 


rT I 


TURN SHOE SPECIALISTS 


S ] Auburn, M : : 


CONSTANT COMFORT é 





‘the St Lours 
Fashion Show 


Mr. Cl 


Shacktord, Vi« 
Maatsch, Marbury 
Most of you knoe. 


CHARLES AULT 
President and Treasurer 


Western Sales Division LESTER B. SHACKFORD 
416 NortH 12TH Street, St. Louis Vice-President 
Opposite Hotel Jefferson 


STILE Shoes — 





Shoe Merchants News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, NOVEMBER 13, 1926 


EVERY WEEK 





Lower Price Chain Organization 


Begins Operations in Cleveland 


C. E. Petot and Son Estab- 
lish New Firm to 
Feature Shoes at 


$3.85 


CLEVELAND—The Evarts Shoe Co. is 
the name of a new organization that 
has been opened this week by C. E. 
Petot and his son, Everett E. 

The new concern has been estab- 
lished to build up a chain of new stores 
that will be operated distinctly and 
separately from the chain stores in 
the C. E. Petot Co. 

The new chain of stores will fea- 
ture $3.85 shoes, and it will have es- 
tablishments in cities, in some in- 
stances where merchandising condi- 
tions are right, where the Petot Co. is 
operating stores that feature $5 shoes. 

A new $3.85 store has been opened 
in Columbus. Leases have been taken 
on rooms in Indianapolis, Detroit and 
Louisville. In the latter city the old 
Walk-Over store has been leased. Pete 
Bell, who made good in the Columbus 
Petot store, has been made manager of 
the new $3.85 store. Headquarters of 
the new stores are in Cleveland. 

Asked whether it was considered 
policy for a single management to op- 
erate two chains of stores, one selling 
shoes at $5 and the other at $3.85 the 
statement was made that the differ- 
ence in price was such that competi- 
tion would not enter into the enter- 
prise to any great extent. The per- 
sons looking for $3.85 shoes do not go 
to a $5 store. 

Mr. Petot stated that he felt that 
there was a decided trend toward 
lower prices on the part of the con- 
sumer, and that he felt there is a dis- 
tinct market for a $3.85 shoe. 

The smaller margin makes the $3.85 
price a chain store proposition. It is 
a figure that the average merchant 
with a single store cannot ‘meet be- 
cause of the small margin of profit. 

The chain store has a better chance 
to make the proposition go by putting 
over a larger volume of sales. A com- 
plete line of women’s shoes will be 
carried in all stores and at Louisville, 
in addition to a line of models for 
women, a full line of men’s shoes will 
be carried in stock. 


Leather Findings Shop Burns 


MILWAUKEE—A loss of about $5,000 
was suffered by the leather findings 
ceang 3 operated at 1209 Walnut Street 
by Ben Labatski, Milwaukee, last week 
when a fire broke out in the building. 








Wilson Clark Company 
Moves Into New Home 


Special Departments for Kiddies 
and Hosiery Are Established 


BIRMINGHAM, ALA.—The Wilson 
Clark Shoe Company has moved into 
its new home that has just been com- 
pleted. The building was erected es- 
pecially for this concern, and it is most 
modern in every way. 

Grand Rapids shoe case fixtures have 
been installed throughout, making the 
store one of the finest in the South. 
This is the only store with similar 
fixtures in the South with the excep- 
tion of one in Asheville, N.C. Quarter 
sawed oak was selected for the built- 
in fixtures, show cases, etc., and pre- 
sent a unique effect. 

An interesting feature of the store 
is a special department for “kiddies.” 
This department is entered through an 
arch, and numerous toys for the chil- 
dren to play with are kept here. An 
up-to-date hosiery department is also 
a feature of the building. 

Popular-priced shoes are carried, 
with lines for both men and women, 
according to W. L. Watters, manager. 
The line of women’s shoes runs from 
$5 to $8, while the men’s range from 
$4 to $8. 


Introduce Cantilevers 
for Tots in Birmingham 


BIRMINGHAM, ALA.—Cantilever shoes 
for children have just been introduced 
in the Wheeler Cantilever Shoe Com- 
pany, and are proving quite popular. 
Customers who have been wearing 
Cantilever shoes for any length of time 
have been urging the introduction of 
this type of shoes for their children. 

The X-ray machine in this store is 
also very popular. Ninety-five per 
cent of the customers use the machine 
and are convinced of the importance of 
correct — 

A record file is kept and has pate 
most helpful, according to ey 5 
Wheeler, manager. The date upon 
which every Cantilever shoe is sold and 
the customer’s name are filed for fu- 
ture reference in the case of any ir- 
regularities. This list is excellent for 
a mailing list, also. 


Paris Bootery Incorporated 

MapDIson, Wis.—The Paris Bootery, 
Inc., has been incorporated at Madison 
by Charles Zach, James Aspel and Os- 
car Christiansen with a capital stock 
consisting of 1000 shares at $10 par. 





: P| 
Truthful Ad 
Campaign Gains 
In Milwaukee 


Caspari, Shoe Man, Heads 
Committee to Promote 
New Drive Against All 
Misleading Advertise- 


ments 


MILWAUKEE—That advertising by 
merchants and manufacturers in Wis- 
consin will contain only true state- 
ments, and that those who have made 
a practice of using false or exag- 
gerated copy in their advertising will 
be forced to discontinue, is seen as the 
result of a movement started in Mil- 
waukee especially, and throughout the 
State to clean up the advertising situ- 
ation and work with the State treas- 
ury department to bring unlawful ad- 
vertisers to justice. 

A law which calls for truth in ad- 
vertising has been on the Wisconsin 
statutes for several years but was not 
enforced. In the last Wisconsin Leg- 
islature a bill was passed which pro- 
vides for investigators to be chosen 
through civil service examinations, and 
to be attached to the treasury depart- 
ment, whose duty it will be to eradicate 
the evils which are prevalent in the 
advertising field in Wisconsin. 

Members of the Better Business Bu- 
reau and of the Better Advertising 
Bureau of the Milwaukee Association 
of Commerce held a meeting recentl 
with county and State officials to wor 
out a plan of cooperation with the 
State for truth in advertising. The 
meeting was addressed by Eugene 
Wengert, district attorney of Milwau- 
kee County, who has been active in 
prosecuting untruthful advertisers; 
State Senator Oscar H. Morris, State 
Senator A. E. Garey and J. G. Vennie, 
representing the State. Milwaukee 
newspapers were also represented at 
the session.’ 

A. B. Caspari of the Caspari & Vir- 
mond retail shoe store in Milwaukee, 
was appointed to select a committee 
for the promotion of the truth in ad- 
vertising campaign in Milwaukee. 

One of the suggestions brought forth 
was that by Lewis A. McMeekin, 


of Milwaukee, who is vice-chairman 

the committee. Mr. McMeekin would 
make every advertiser vetract a state- 
ment which was untrue and he believes 
that the adoption of such a policy would 
assure absolute truth in advertising 


and give the public more confidence in _ 


copy which is run in newspapers. 
ilwaukee was awar the 
trophy offered by the Associated 
vertising Clubs of the World y 
the years of 1916 and 1917. i 
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Gallun Sees Big Need 
of Tariff on Leather 


American Tanners Losing Busi- 
ness to Foreigners, He Says 


MILWAUKEE — Leather manufactur- 
ers are meeting very strong competi- 
tion from the foreign manufacturers, 
and there is a vital need for revision 
of the tariff to protect the American 
leather manufacturers, according to 
E. A. Gallun of the A. F. Gallun & 
Son Co., tanners at Milwaukee. The 
demand for leathers in America is be- 
ing taken care of to a very large ex- 
tent by the foreign manufacturers, and 
the business which should have gone to 
American plants during the past six 
months has been lost to the foreign 
companies. 

The production at the Gallun com- 
pany during the past several weeks 
has been somewhat ahead of last year 
at this time, said Mr. Gallun, and is 
considered to be satisfactory, but there 
could have been more if leather had 
the protection it should have. 

Spring samples which are being 
made up for men’s footwear are in the 
light shades and include blonds, light 
browns, light tans and oranges and 
other shades in the cream category 
Grain leathers are being shown in the 
blonds and other shades, Mr. Gallun 
stated. 

The Gallun company has not started 
on the spring business to a great ex- 
tent yet but is still working on the 
fall and winter business, most of which 
called for moderately dark shades. 

Mr. Gallun reported that the leather 
goods business had shown a consider- 
able increase for the past several 
months and would be higher than it 
was a year ago. 

There is little buying being done for 
advance delivery, said Mr. Gallun, as 
the trade is continuing to stick to its 
policy of purchasing only when the 
leather is required. 


Patents and Satins Lead 
in Kansas City Shoe Shops 


Kansas City—Patents, satins and 
novelties in combination patents and 
reptiles occupy the favored positions in 
Kansas City window displays, and are 
the first to be shown to the inquiring 
customer. 

Occupying probably the highest fa- 
vor in women’s shoes are t new 
cherry patents and patents in the other 
delicate shades, blues, silvers and even 
pinks. Cherrys, worn with the French 
nude hosiery, are dominant tone. 

Heels continue to be extremely high, 
two and a half and three inches, with 
only an occasional cuban. Buckles, in 
cut and hammered steel, are about 
equal in popularity with the ties. 
Rhinestone also is favored for buckles. 

As to prices, the central = is 
around $10 with variances of ut $5 
on either side and emphasis on the 
under side of the center A few 
models are shown as as $18.50, 
and some stores, of course, showing 
extremes way out of sight. 








Atlanta Trade’ Improves 


Sales Up to Last Year Despite 
Low Prices for Cotton 


ATLANTA, GA.—Business in the At- 
lanta shoe stores has improved consid- 
erably the past two weeks, and Octo- 
ber sales, therefore, compared very 
favorably with those of October last 
year, in spite of the fact that low cot- 
ton prices generally had an adverse 
effect on business all over this dis- 
trict. According to traveling sales- 
men covering this section, however, 
business is not particularly brisk at 
this time in the rural communities, 
and probably will not be so at any 
time within the next two or three 
months unless the cotton situation 
should improve considerably. 

Patent leathers with trimmings con- 
tinue among the best sellers in ladies’ 
departments in the Atlanta stores, 
while colored kids are also very good, 
with tans and browns selling well. 
There is not any demand at all at this 
time for high shoes, and dealers be- 
lieve sales of high shoes this coming 
winter will be the lowest they have 
ever been in this section. A few brown 
and black suedes are also selling, and 
some black satins, though the demand 
is by no means brisk for this style. 
Straps and fancy tie effects continue 
also in good demand. 

In men’s footwear the primary call 
is still for lows in heavy grain leather, 
black proving a very good seller, but 
tans still a little ahead of black. 


Henry Deserts 


Hagan Enters Insurance Field 


Boston—It’s “Henry Hagan, Insur- 
ance,” now, for Henry has almost quit 
the shoe game for good. “Almost” 
means here that Henry still holds a 
directorship in the Massachusetts Re- 
tail Shoe Merchants Association, and 
is very active these days helping to 
“put over” the next semi-annual “meet” 
of this organization, to be held at the 
Hotel Vendome on Wednesday eve- 
ning, Nov. 10, at which an authentic 
shoe style forecast for spring, 1927, 
will be presented by the leaders of the 
big New York National Shoe Styles 
Conference. 


All Set for Triple 


Northwest Convention 


MINNEAPOLIS—Representatives of the 
Northwestern . Shoe Dealers’ As- 
sociation, having finally made a very 


satisfactory t for a triple 
convention week with the clothiers and 


7 pels Sat, aes oe 
details for dovetailing the Fete i to 
the best All 


advan ree of the 
conventions will held in the Twin 
Cities the week mn 
shoe men and the 14th 
15th and 16th, while the clothiers will 
take the 15th and 16th. Fred A. Hohit 
of St. Paul, . 
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Oxford Ties 
An wnusually gnert model with 
louch of distinction appreciated by 
the better dressed woman Shown 

wm Patent Leathér with pin 

seal trim and heel — the 

latcs! voguc— 





Selected from Indianapolis 





St. Louis Retail Trade 
Is Showing Improvement 


St. Louts.—The retail shoe business 
for the week ending November 6 was 
active, with merchants reflecting opti- 
mism of the most enthusiastic variety. 
The assistant buyer of one of the shoe 
departments of a large department 
store stated that November, in his 
opinion, would be the largest recorded 
in a long while. He. based his belief 
upon the fact that October lacked the 
volume that was anticipated. 

October, insofar as volume was con- 
cerned, was divided between those that 
showed an increase and those who 
failed to equal last October’s sales. 
The figures for the increases were 
around 4 per cent, according to the 
figures given in a number of stores. 
One department store showed the re- 
markable gain of 33 per cent. The 
decreases were not severe and were 
few in number. 
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The Difference in Pumps 
‘Thee been 2 ned Uheren ‘as there 
is im motor cars. In both it is the and not 
‘so much the material that produces a finer article. 


When you choose our finer hand turn at 
yoo hove secwed the Codifloc of locs-eeer! =e 


‘Only: at our'1140 Exclid’ 
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SHOES 


READY TO 
SHIP 


Spike and 
Cuban Heel 


“Dallas” Black Suede Heel 
- 73 Patent ie = —— 
B-625 Black Suede ° -272 Patent Leatner—Cuban 
B-595 Patent Leather t 


Beqmepes 
Buckle 20/8 Heet 
“Big Boy” 
LIGHT GOODYEAR WELT 
MODIFIED BALLOON TOE LAST 


B-234 Gun Metal Calf 
B-233 Patent Leather 





SIZES AND bafigae sie" “Clare” 
4 











The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. - 


New York 5 me tA 612 SB Maseru Bidg. Oakland, Cal., ig 424 Belview Ave. 


.»- MOYL H. 8S. KUSHIN 
Chicageo eee , Mokeatte Heiel’ 


F. JENKs, 1599 Union Trust Bidg., Cleveland, Ohio. 
3. VAN Decrirt, 107 East Highth St., Los Angeles, Calif. 


Makers of Menihan Arch-Aid Shoe 





Write for Agency Proposition 
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A. L. Gude Sees Most Color- 
ful Foot Wear Season 


Los ANGELES—A. L. Gude, one of 
America’s style authorities predicts 
“the most colorful year yet known.” 
“It now appears,” said Mr. Gude, “that 
we are going to see more beautiful 
shoes, more colorful shoes, than ever 
before. The colors will be light, in kids 
and calf, with the styles more orna- 
mental than ever. This is my own pre- 
diction, but who knows whe: the great 
American public may do? There may 
be something spring into popular fa- 
vor that will upset all our calcula- 
tions.” 

Other style authorities echo Mr. 
Gude’s prediction, and the consensus 
of opinion is that lighter colors and 
pretty shoes will dominate the style 
situation, 

One very astonishing ome has de- 
veloped this season. Suédes have been 
regarded by California merchants as 
poisonous and repeated assertions have 
been heard that this leather would be 














Allen Joins Cook 
Calfskin Salesman Changes Job 





Frank C. Allen 


Boston—F rank C. Allen, one of the 
veteran calfskin salesmen of the Boston 
leather district, has now become asso- 
ciated with Cook Bros., calf tanners of 
Slem, Mass., whose line he will sell 
through the office and agencies of 
F. C. Donovan, Inc., 49 South Street, 
Boston. 

Mr. Allen needs no introduction to 
the leather buyers of the country. 
Throughout his business career he has 
er Ss calf —— pesca S| 
and was tor years sa ro 
Creese & Cook Co., Dean Sibe, 
His experience has brought him in con- 
tact with most of the well-known shoe 
manufacturers and retail shoe mer- 
chan ¢ the pong and he a 
nows thoroughl requirements 0 
users of fine leathers. 

He plans to advise and guide his 
new associates in the production of 
finishes and grades of leather that will 
meet existing and future needs of the 
consuming public. 











banned. Strange to say, the demand 
for suédes has , is quite marked, and 
sales have surprised the most pessi- 
mistic merchandisers. 

There is a fortune awaiting the man 
who can solve the mystery of inertia 
and lack of public interest. Not only 
in the shoe business but in all other 
lines is it noticeable. 


Traffic Congestion Helps 
Neighborhood Stores 


Lack of Parking Space Downtown 
Is Now Shifting Trade Outward 


MiLWavuKEE—Shoe stores in the 
neighborhood districts of Milwaukee 
are reporting that their volume of 
business is showing good increases con- 
tinually. This is especially true on 
Green Bay Avenue on the north side 
of the city, according to George J. 
Hoefs, head of what is probably the 
oldest shoe store on the north side of 
Milwaukee. Mr. Hoefs believes that a 
good part of the business which is now 
coming to the neighborhood merchants 
is due to the fact that the downtown 
streets are so congested that the public 
would rather shop where it is not as 
crowded and where there is ample 
parking space for one’s car. 

The Hoefs’ store was established 53 
years ago on Green Bay Avenue by 
Herman Hoefs and is now operated by 
his grandson, George Hoefs. It has 
built up the business on the ideals of 
the founder of the business, namely, 
quality shoes and real ce. 

Another Green Bay Avenue shoe 
merchant who has stated that his busi- 
ness is at age A splendidly is Wil- 
liam F. Graebel, who reports that more 
than 40 per cent of his trade is at- 
tracted from sections of Milwaukee 
outside of the north side trade area. 
The Graebel store features the Flors- 
heim shoe for men and the Wilbur 
Coon slenderfoot archfitters for women. 
This latter shoe has been a tremen- 
dous success, said Mr. Graebel, in fit- 
ting customers who usually despair of 
achieving foot comfort. 

The store was established in 1912 by 
Robert Kenngott, father-in-law of Mr. 
Graebel, who’ took over the business 
two years ago. 


Picking Them from Theater 


New York—Four golden niches be- 
tween the windows of the second floor of 
enh oa Be ee ae ee ee 
nearing completion at Broa an 
Forty-sixth Street will be pe ovr 
with replicas of America’s most pop- 
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Expect 2,000 Retailers 
at Pennsy Convention 


PHILADELPHIA. — The committee in 
charge of arrangements for the thir- 
teenth annual convention of the Penn- 
sylvania Shoe Retailers’ Association is 
aiming for an attendance of 2000. The 
convention will be held this year in 
the Hotel Willard, Washington, D. C., 
on Jan. 24, 25 and 26. The latest 
piece of publicity points out that this 
convention with its more than 100 
lines on display under one roof pre- 
sents an unparalleled opportunity for 
Easter and spri buying. “Seventy 

r cent of the shoe business in the 

nited States,” says this mailing 
card, “is done by 5 per cent of the shoe 
retailers. This 5 per cent attends con- 
ventions. Become one of them.” 








She thought she 
couldnt wear smart shoes... 
She wore modish clothes—and wore them 


well. But when she came to apply that 
same good taste to footwear she found that 
stylish shoes tortured her sensitive feet. 

A good friend told her about the Coward 
Shoe and she came here. We showed her 
tHe Shoes illustrated above. She wascharmed 
with their with their 
foot-easiness. They didn’t betray the fact 
that they were “comfort shoes”! 


They're shoes that any well dressed 
woman might choose for appearance slone, 


= 


James S. Coward 
Shoes of Quaiey Since 1866, for Men, Women wad Chiliren 
270 Greenwich St., Near Warren St, N. Yo 


- Selected from New York 
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FAMOUS 


AMERICAN SHOES 


Made with 
STORM WELT«-4DOUBLEDECK 


The Shoes illustrated are from the sample line of 


CRADDOCK-TERRY CO. 


LYNCHBURG, VA. 


These two numbers are out- 
standing in the Craddock- 
Terry line, and destined to 
be big sellers. 


STORMWELT and its twin 
brother DOUBLEDECK go 
a long way toward accomplis h- 
ing the universal objective of the 
trade: To separate the seasons 


—make the Fall and Winter 
Shoes the absolute opposite of 
the Lighter Weight Summer 
Lines: heavy edges and sturdy 
lines in keeping with the season 
of the year for which they are 
provided. 


“ 'Winterweights’ this year 
will be STORMWELTS 


and DOUBLEDECKS. 


BARBOUR WELTING CO. 


BROCKTON, MASS. 
THE SEVENTH IN A SERIES OF “FAMOUS AMERICAN SHOES” 
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Alligator Shoes 
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Charles E. Dale Dies 


BostoN—Charles E. Dale, with an 
acquaintance of over 50 years in na- 
tional shoe circles, and who for the 
past 86 years sold the volume trade 
of the country for Dingley-Foss Shoe 
Co., is dead. Mr. Dale was in his sev- 
enty-fourth year. For some years past 
he had been troubled with angina pec- 
toris, and succumbed suddenly at 9 
o'clock Monday evening, Oct. 25, at 
his late home, 58 Hancock Street, Lex- 
ington, Mass. For the past three or 
four years Mr. Dale had not traveled, 
but had devoted his sales activities to 
the Boston office of the Dingley-Foss 
Co., 166 Essex Street. 

Charles E. Dale was a gentleman of 
the old school. “There was not a man 
in the trade respected more highly than 
he,” said one of his business associates. 
“Mr. Dale never had an enemy in his 
life. His death has left an empty niche 
in the hearts of his many friends which 
it will be impossible to fill.” 

A large trade delegation attended 
the funeral services, which were held 
on Oct. 26, from his late home. There 


were many beautiful floral tributes. 
Interment was in Lexington. Mr. Dale 
leaves a widow, a son, Ralph Dale, and 
a daughter, Mrs. Anita Seymour. He 
was a member of the Boston Shoe Asso- 
ciates. 






Use Liquor $110 Quart 


LyNN—“Liquid mother of pearl,” 
used here for making shell, pearly 
luster and like effects on footwear, 
costs $110 a quart, and it looks like the 
most costly item in shoemaking. Luck- 
ily, a little of it goes a great ways. 

This “liquid mother of pearl” is a 
creamy liquor that is made from scales 
of fish. It has the luster of pearls. If 
it were allowed to harden it would 
make artificial pearls. 


*Frisco Trade Runs from 
“Good” to “Very Good” 


San Francisco—Reports ranging 
from “good” to “very good” cover the 
business situation in San Francisco 
shoe stores and departments for the 
last two weeks. Anticipated rains have 
failed to arrive on schedule, and fair 
weather has helped to step up sales ac- 
cordingly. 

That patents are far and away the 
best-selling number is about the only 
point on which representative stores 
have the same story to tell. Straps are 
given first place in many, while fashion 
oxfords and opera pumps are equally 
good in others. Both plain and dec- 
orated patents and combinations are 
selling well in all styles. 

Fewer of the distinctly “sports” type 
of oxford have been sold during the 
past month, but a revival of interest in 
footwear of this character is expected 
to follow wet weather. Except in 
stores where genuine skins are fea- 
tured, the demand for reptilian leath- 
ers seems to have waned a bit. Satins 
are coming back strong, both in simple 
pumps and in one-straps, as well as 
in combination satins and moires, and 
in beaded and metallic trim effects. 
For evening wear, Paisley brocades 
have not lived up to advance reports 
as a general rule, and the stand-by 
silver kids have represented the bulk 
of the buying done thus far during the 
present social season. 


Vamps by Hapsburgs 


Boston—Frank A. Mueller, shoe 
buyer for R. H. White Co., brought 
back with him to this country from a 
recent trip to Europe a_ collection 
of hand-beaded shoe vamps, embroid- 
ered in dainty colors and desi on 
white and black satin by members of 
the Hapsburg family, the former royal 
rulers of Austria but now impover- 
ished. A baroness of this last-named 
country markets the output. These are 
soon to be on display in the shoe win- 
dow of the store. 


New Store for Schumacher 








Cooperative Shoe Store 
Opens Second Branch 


Victor Herbert Shoe Co. Estab- 
lishes New Unit in Salt Lake 


SaLt Lake City, Utan—Chief in- 
terest in the shoe business here cen- 
ters about the opening of a new store, 
at 108 Main Street, the Victor Her- 
bert Shoe Company. This shop is the 
second of a chain” of stores to be 
opened in Utah and is operated on a 
cooperative plan with employees. The 
first of the chain is operating in Ogden 
Utah, and is reporting rather ‘good 
business. 

The new store has been completely 
remodeled and the decorative scheme of 
blue and ivory has been carried out in 
this place as a part of the plan to 
make all stores of this chain similar. 
“It is our intention,” said Wallace 
Beams, manager of the Salt Lake 
branch, “to feature shoes for the fam- 
ily at moderate a ea Newest styles 
will be carried but our first thought 
in all is real shoe values. The public 
will understand that there is but a 
small margin at these prices and that 
volume buying and sales must obtain 
to make this possible. 

“Our buyers are constantly in touch 
with market conditions with instruc- 
tions to take advantage of every price 
and style change. The Endicott-John- 
son line will be featured and the store 
arrangement is such that it permits 
a and the best type of ser- 

ce. 


Addition to Freeman Plant 


BELOIT, Wis.— The Freeman Shoe 
Manufacturing Co. of this city is erect- 
ing an addition to its factory, to be 
one story high. The new building will 
be of tile construction. 








WOLOCK & BAUER 


AMERICAS FOREMOST FOOTWEAR SALON 
MICHIGAN AVENUE AT MADISON 
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Meeting Seating Problems 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churchesstands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste . . . and shopping is made 
pleasant. “American” Chairs, beautiful 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 


“New Styles in 32-page book, “New Styles in Shop 


Shop Seating”’ 


Helpful handbook for 
shoestore 


in finish and design, add this touch of ‘hsmodemshoesto 


oe also free to interested owners 
and managers. Write for a copy today. 


American Seating Company 


1016 Lytton Building 


Chicago, Illinois 


Branch Offices et 
New York: R-601-119 W. 40th St. / 
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‘Arrangement Committee”’ 
Solves Attendance Problem 


Des Moines Association Pulls New 
Stunt to Fill Meetings 


Des Mornes, Iowa—The Des Moines 
Shoe Retailers’ Association recently 
held their annual election and elevated 
the following prominent shoe men into 
the executive chairs: 

For president, H. L. Barlass, man- 
ager of the shoe department in Youn- 
ker Brothers department store; for 
vice-president, Walter L. Arant, pro- 
prietor of his own store, and for sec- 
retary, Frank J. Crapo, manager of 
the shoe department in Frankel’s Cloth- 
ing Store. 

Mr. Crapo said that they adopted a 
new stunt for this association at this 
meeting wherein they appointed what 
they called an arrangement committee. 
It is the duty of this committee to pre- 
pare @ designated topic for discussion 
at the next meeting. 

The topic to be discussed at the next 
meeting is: 
Demand?” 

These meetings are held monthly 
alternating at the tea rooms of Harris- 
Emery and Younker Brothers, and each 
member is anticipating profitable and 
enjoyable evenings this winter. 


Business Is Satisfactory, 
Say St. Paul Merchants 


St. Paut—A rather unusual situa- 
tion is revealed in the fact that while 
Minneapolis shoe men complained of a 
very poor month in October, their twin 
city brethren, the St. Paul dealers, re- 
port a fairly satisfactory month. Al- 
most without exception, St. Paul foot- 
wear men say business for the year to 
date has 1925 beaten, and most of 
them claim an increase over October, 
1925. : 
Various aig 3 bag —— to keep: 
things ing: the big uneman 
Evane-dieemeiner Brothers consolida- 
tion, a store-wide sale in another big 
department store and some heavy spe- 
cial campaigning in some of the other 
stores. Early this month the state con- 
vention of teachers brought several 
thousand womefi from various parts of 
the State and had a fine influence on 
business in all retail lines, the shoe 
men pais . their share. Blacks in 
patent and kids are the prevailing fa- 
vorites, with tans showing a strong 
tendency. 


Leave $20 on Floor 


Tex.—When the yeggs blew 
open the safe in the Guarantee Up- 
stairs Shoe Store, 617% Austin Ave- 
nue, of which George Adelman is the 
proprietor, $150 was secured. 

It is not known whether the safe- 
blowers were in a hurry when they 
robbed the safe of the Guarantee Up- 
stairs Shoe Store, they 
were scared away, b 
$20 in nickels and dimes on 
the coins having oo 


pers. The 
lar im the drawer. 


“What Does the Public f 





H. C. Vogel Joins Ad Co. 


MILWAUKEE—Hugo C. Vogel, who 
was associated with the Pfister & Vogel 
Leather Company of Milwaukee for 
seven years, until about a year ago, 
when he left for the South to engage 
in the construction and building mate- 
rials business, has joined the staff of 
the Koch Company, the oldest adver- 
tising agency in Milwaukee. Mr. Vogel 
was a student at Cornell University 
during the war and left that institution 
to join the naval aviation service. 


Says Credit Men Are 
Responsible for Sales 


MILWAUKEE—H. J. Redtke of the 
Sunlight Aluminum Co., Kansas City, 
Mo., addressed the Shoe Credit Men’s 
Association at their last meeting, which 
was held at Whitefish Bay. The rela- 
tion of the credit manager to the sales 
department and the effect of the credit 
department on the business and ‘the 
assistance it renders to the company 
were discussed by Mr. Redtke. He also 
brought out that the*® credit men and 
their departments are responsible in a 
measure for selling goods for their 
companies. About 35 members attended 
the meeting,,and the usual discussion 
on commercial and legal problems en- 
sued after Mr. Redtke’s talk. The next 
meeting of the association will be held 
at the Milwaukee Athletic Club on 
Nov. 10. 


Miss Mayer Dies in California 


MILWAUKEE—Miss Irma G. Mayer, 
thirty-two, daughter of Fred J. Mayer, 
vice-president of the Mayer Boot & 
Shoe Co. of Milwaukee, died in Mon- 
rovia, Cal., on Wednesday, Oct. 27, ac- 
cording to word received at Milwaukee. 
Miss Mayer went west early in Sep- 
tember with her parents for her health. 
They returned to Milwaukee with the 
body. Miss Mayer is survived by her 
parents, four sisters and one brother. 


William J. Girling Dead 

MILWAUKEE—William J. Girling, 65 
foreman at the Phoenix Hosiery Co., 
Milwaukee, died at his home here on 


Oct. 30. He had been with the Phoenix 
company for eighteen years, the past 


tery, Chicago. 
Dust a New Footwear Shade 
hosiery in the new 


may be described 
shade, diffused with soft sunlight. 


Leather Muffs the Latest 











Have You Visited 


The Debutante Shop? 














“Franchon” is the most 
strikingly smart of all 
Petot super values. Just 
arrived in patent with 
trim of king snakeskin 
effect. Either as 
or with cuban 

353. BROADWAY 
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Give Your Shoes REPEAT ORDER VALUE Without Expense, 





BEARING THIS LABEL 

THROUGH DURING THE 
LEATHER SOLES—SHOULD 
REPLACE THE OLD PAIR 


WE GUARANTEE THAT THE UPPERS OF ANY SHOES 


WILL NOT BREAK 
WEARING OUT OF TWO 
THEY DO SO WE WILL 
FREE OF CHARGE. 











GUARAN 


SPORT 


In Your Children’s 


SPORT WILO gives such unusually 
LONG WEAR—HOLDS ITS COLOR 
so remarkably and REMAINS SO 
SOFT, that mothers who find it in their 
children’s shoes always want it again 
in the next pair. 


TEED 


Shoes Makes Sales 
Repeat 


Our guarantee label in the tongue will 
help to make the first sale easy and will 
stimulate repeat sales by causing 
mothers to come back. 

Try a few pair with the label and see 
how effectively it works. 


C. D. KEPNER LEATHER CO. 


139 South Street, Boston, Mass. 


—BRANCHES— 





308 Leather Trades Bldg. St. Louis, Mo. 
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Factory and Home Office: 
Auburn, Maine 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 
Leaders of Industry 


° Sport oxfords are 
St. Louis increasing in the 
style field since the advent of colder 
weather. There seems to be a de- 
mand for heavier shoes and calfskin 
is apparently meeting the call. The 
sport effects seem to have the pref- 
erence and the light shades of tan 
calf with trimmings of reptile to 
harmonize are good. Some grain 
leathers in tan are popular. Stylists 
do not believe that reptile in the tan 
shades will supplant tan calf. A 
month or so ago this was predicted, 
but the change has never material- 
ized. Patent, of course, heads the 
procession in the style field. 


Pastels for 1927 
By A. J. Spring 


General Bs: ganas Shoemakers, 
nc. 

The new shades 
and colors that in 
my judgment will 
be popular in 
spring footwear 
will be the lighter 
pastel shades in 
the parchment 
field. Stone and 
rose blush and 
colors of this hue 
will have a 
strong call. I look 

for some gray shoes in the early 
part of the season. Just how strong 
the demand for these shoes will be 
I can’t predict at this time. In pat- 
terns, short vamps and high heels in 
fancy shoes will predominate. In 
heel heights I look for 20/8 to be 
well received. 

Reptilian grains of harmonizing 
shades will be used for trimmings. 
Pretty shoes will sell best. This 
sums up the situation better than 
trying definitely to describe this or 
that pattern. I do believe it will be 
a season of colors and materials 
more than patterns. Of course, one- 
straps of the slender effect will be 


popular. 


A. J. Spring 


° Produc- 
Milwaukee [,7°5"5: 
Milwaukee shoe manufacturing 
plants is holding up very satisfac- 
torily at present and the firms look 


for such a condition to prevail in the- 


future months. Orders for spring 
business are being received now 
from some of the trade and more of 
them will come in from now on. 
The trend for the spring business is 
toward the lighter shades of brown 
and tan and some of the companies 
anticipate that the blond shades will 
be good. They look for the biggest 
season ever experienced in the light 
shades for both men’s and ladies’ 
footwear. A firm reporting last 
week stated that there had been a 
reduction in the business for two or 
three weeks but it had increased 
again and is stronger than. ever. 
Work shoes have enjoyed an excep- 
tional volume at this particular firm 
and the production of work shoes has 
been on a very high basis. 


wear for fall and winter, although 
the sales on darker shades of tans 
and browns have been satisfactory, 
and there have been some orders 
calling for lighter shades. Few 
high shoes are in demand, as the 
public desires the low shoes. Patents 
are still good in the ladies’ footwear 
and remains the leader, but the fac- 
tories are producing suédes, satins, 
tans and browns in good quantities. 
Colonial styles are selling better 
than any other type of ladies’ foot- 
wear, as they have for several weeks. 
Straps and pumps are also good and 
the ties are satisfactory, especially 
in the browns for street wear. 


Still further evi- 
Brockton dences of a lull 
as the busy fall run draws nearer to 
its conclusion were seen here during 
the week as shipments dropped a bit 
lower. Factories continue to run 
on good schedule, but a few of the 
extra cutters in several of them are 
being let go while the regular forces 
finish up the work. Prospects for 
early spring business continues 


Blacks | 
are still the leaders in men’s foot- . 


most bright; in fact, some manufac- 
turers feel the spring run will be 
even better from a business view- 
point than the fall run now ter- 
minating. ‘ 

Blacks continue to hold the call in 
both men’s and women’s lines, 
There is much tan being cut up, too, 
but the demand is for the darker 
leathers. Genuine lizard and rep- 
tilian leathers for trim continue to 
be popular despite the prediction in 
some centers that the fad in this 
direction is passing. A feature that 
will be popular in late winter and 
spring shoes is a wing tip, and many 
of these styles are being made up in 
both men’s and women’s lines. 
be i 


‘Much to Be Thankful For 


By Harold C. Keith 
President, George E. Keith Co. 


Following a six 
weeks’ tour 
through Euro- 
pean _ countries, 
during which he 
visited England 
and France, Har- 
old C. Keith, 
president of the 
Geo. E. Keith 
Co., reports he 
found conditions 
there far from 
good. After what he found abroad 
he says “we have much to be thank- 
ful for in this country.” Returning, 
Mr. Keith makes these observations: 

“The coal strike in England has 
curtailed shoe production to almost 
half its usual total. 

“Brogues continue to make up 
practically the entire output of 
men’s shoes in England.” 

In France, where he attended the 
Paris shoe fair, he saw some won- 
derful exhibits of hand-made, highly 
decorative footwear which he says 
American manufacturers cannot 
touch. 

“The cost of labor for the manw 
facture of shoes in France is 80 low 
we could not compete with them,” 


Harold C. Keith 
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he says, “and even if American shoe 
men tried it, prices much higher than 
those asked in France would be com- 
pulsory. 

“The condition of finances in 
France is so serious that the outlook 
is dubious.” 


English Shoe Trade Only 40 
Per Cent Normal 


| L. H. Gilson, 
' sales and adver- 
tising manager 
of the Barbour 
Welting Co., 
Brockton, has re- 
turned from a 
successful _ busi- 


European coun- 
tries, during 
which he more 
closely cemented 
ties with European business and 
picked up several new accounts. 

Mr. Gilson reports manufacturers 
in England say production is only 
about 40 per cent of normal, due in 
most part to the continued mine 
strike. Both the stormwelt and 
doubledeck welt which the Barbour 
Welting Co. features are quite 
widely used in England, he reports, 
because of the general trend to the 
brogue type of shoe which that damp 
country demands. The product is 
also being made up attractively in 
women’s Cossack boots, which just 
now are the rage in the British 
Isles. At the London fair, which he 
visited, he found that both types of 
welt were extensively used in all 
types of shoes and in all colors be- 
cause of the fact the welt is made 
up to blend well with every demand 
made. 

In Holland he found the produc- 
tion of welt shoes gaining steadily, 
although the McKay type still pre- 
dominates in production. 





L. H. Gilson 


ness trip through 
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Spring—Colorful and Styleful—the next step on the 
ladder of shoe progress. If the Style Conference in New York 
established any one thing, it was the prime fact that color is 
to be the Queen of footwear fashions for the Spring and Sum- 
mer of 1927. The trade is geared for a season of color. 
Leather producers are turning out the most beautifully colored 
| materials ever intended to go into a shoe. New samples in the 

country’s shoe factories are aglow with color and best of all, 
the great consuming public, which has the final say, always, 
Lis showing a preference for color. 


During his stay in London he had 
a visit from a Norwegian customer 
who reported business very good in 
that country. 

The shoe business in France, he 
declares, is in a serious condition, 
due to the financial crisis there. At 
the shoe fair in Paris he saw some 
exceptional women’s footwear. 
French designers cannot be beat for 
beautiful designs and effects in 
floral leathers, use of trims and 
other novelties, including reptilian 
leathers, he believes. The latter 
leathers, he says, are more popular 
than ever, and are certain to have a 
prominent place in the spring styles. 
Imitation patterns, however, he feels 
will lose. popularity. French shoe 
makers have much they can learn in 
fitting shoes, he says, but they are 
past masters at producing beautiful 
millinery modes. 

It is impossible, he says, for 
American manufacturers to compete 
in Europe with French and German 
manufacturers because of the low 


labor cost. 

Lines for spring are 
Boston “now artistically ar- 
ranged in factory sample rooms. 
One big women’s shoe manufacturer 
has 700 new numbers, of which 
about 250 are different patterns. In 
these new numbers are shades of 











ms 





or silver or other metal kid trim. 
All offer a colorful display. In 
walking shoes and orthopedic models 
there is a wide selection in kid, calf 
and suéde—in black, or tan, and in 
attractive patterns, for the woman 
whortoday buys a shoe for comfort 
must have it also stylish. 

Lasts have not changed percepti- 
bly. Vamps are short with 18/8 
heel for certain sections of the coun- 
try, and longer with a medium nar- 
row toe and a low heel for other 
sections. There are broad toes and 
8/8 heels to meet a growing ten- 
dency for this type of footwear. 
White shoes for Southern wear are 
beginning to make their appearance. 
Children’s shoes are shown in practi- 
cally every material combination and 
pattern of men’s and women’s lines. 



















On to Boston 


By Buford H. Jones 


President, Boston Shoe and Leather 
Fair 









As president of 
the Boston Shoe- 
and Leather Fair 
to be held at 
Hotel Statler. 
Boston, July 5, 6 
and 7, 1927, I 
. feel that no one 
with 




















Buford H. Jones 


affair. 
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Sport Shoes 


The sport shoe business is in your hands, Mr. Manufacturer and 
Mr. Retailer. Sport clothes are here to stay. Sport shoes just nat- 
urally fit into the picture, and good crepe soles just fit into the plan. 
We have gone a long step farther than providing good crepe soles. 


We also provide a nex method of crepe sole con- 
struction—a process that eliminates the com- 
plaints about ripping that have been heard in 
the past. 
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The 


Tarco Vay 


The four shoes above show the Harco way of building a solid crepe sole from innersole to ground. First, 
the patented welt of leather and crepe; leather for substance and appearance, crepe as a cementing surface. Sec- 
ond, the crepe filler, cemented to the innersole, and the crepe and leather heel seat nailed into position. Third, : 
the crepe tap, cemented to welt and filler. Fourth, the long wearing arco outersole of ‘Plantation crepe, = are 
cemented over all. If you want perfect crepe sole construction you must do it the Harco way. Demonstration - @ busi: 
units free to manufacturers on request. =§ 
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USE HARCO CEMENT TO ASSURE SATISFACTORY RESULTS + Ly 


HARTWELL LEATHER COMPANY Bee 
Malden Massachusetts 4 : | aah 
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retailers and traveling salesmen than ever, and finer styles, too. It betting that America is not pros- 
have the opportunity to exchange seems as if the saturation point for perous. 

ideas, views and plans for the bet- novelties would never be reached, Consider some of the present cir- 
terment of the shoe industry, and any more than the saturation point cumstances of footwear for women. 
personally I know that the time I for automobiles. We have established, during the last 
have spent in visiting practically Materials of new beauty are in few years, a fashion of novelty foot- 
every shoe show and shoe conven- bountiful variety. More real reptile wear, or smart styles, skilfully made 
tion held in 1926 has not been skins are being cut in Lynn. The and merchandised with enthusiasm 
wasted and I intend to be on hand little ones, like those of chameleons and energy. Everybody knows the 


at all of them in 1927 and hope to and lizards, yield but a single shoe facts in the matter. Upon these 
to a skin. They are expensive, of facts as a foundation we can build 


course. Gingham kid, in fine lines up to a new era of prosperity, get- 
° and soft colors, is strikingly new. It ting more shoes styled right as well 
Haverhill tay eed Pe comes from abroad. Cloud effects, as made right and sold right. 
try, just completed, the findings in lines and colors on kid, are also in I could show you a lot of improve- 
from which are soon to be made Lynn cutting rooms, Copper, cherry ments in practical shoemaking and 
public, reveals the peace agreement and like patent stock and colored describe to you many new styles and 
in the industry to be the greatest luster leathers are gaining. New quote to you many figures that fore- 
industrial asset the city possesses. brocades are of bewildering beauty. tell a constructive business in wo- 
The survey in a convincing way Reproductions of temple cloths of men’s shoes. But I am basing my 
proves the value of this governing Thibet are expected next. Gun- belief that we are headed for a 
document and aptly demonstrates metal patent kid, previously re- period of good business on the fact 
that despite its acknowledged weak- Ported, is gaining. New basket that we have learned to build up and 
nesses and imperfections it is the Weaves in luster leathers are in the to put into our business, whether 
best contract of its kind ever de- Sample lines. There is also a luster we be shoemakers or style designers 
vised and one that has brought to leather spotted like dominoes. Be- or shoe merchants, more intelligent 
the city great returns in increased Sides there are the familiar colors and more earnest effort than ever 
business and increased earnings. of the card which everybody knows. before was put into the shoe busi- 
The data based on production fig- Lynners blend these many materials ness. In brief, we are better pre- 
ures, payrolls, power consumption, in duo, trio or quarto tones. Suédes, pared for better business, and we 
overtime employment and shipments with trims of the new fur grains, ought to get it and will get it. 
of shoes are now being compiled. The #T@ coming along. Then there are yap 
figures cover a period of two years the trims which ripple with colors. Cincinnati The Cincin- 
and offer undeniable evidence of the Heels are higher. Heels of 16/8, matt Shoe 
great worth of the working pact. which once were called high, are now Manufacturers are still optimistic in 
Retailers appear to have provided Cl#ssed as ordinary. Heels 20/8 regard to spring business. Orders 
for their immediate needs and local #4 22/8 are the new high heels of while small are steady and a further 
production of fall and winter foot- today. demand for better grades is reported, 
wear is on the decline. The fall sea- _ Patterns so far show no striking New patieete Are Bet 00 seeneees 
son has been one of general success Changes in vamps and quarters, but as might be expected. Patent leather, 
there are constant variations on lack in color continues the foremost 


and the local industry is revealed in triacs. OuQeils Goe waged stock, much altameal ) by bright 
colored kid and calf. Light colored 


a very healthy condition. Plans for tinue tn faver “Gates Gk wees 
- by. dis eee a < Another big run on straps and re ere a me | — — 
plans wait on the style conference Stepins is probable in the spring. ceahadh oe aie oe A eae 
and seasonal trade gatherings. The Pattern makers are devoting much el amg had? agen epicgeingte es 
shoe men all are optimistic concern- °! their time to designing trims ses Saad de ss t Heaatgt aw 
ing the spring of 1927 and see indi- that will bring out harmonies or or Soong thayr d a : od agg 
cations of early buying. contrasts of grain and color. poror wwe: ore 
_ spring samples will go out from some 
of the factories on Nov. 20th. Novel- 


The between-season period is not 
expected to result in complete stop- - Good Volume in Novelties _ ties are now being carried in stock 
for at once delivery by some of the 


page of production. In fact, several ane $ 
of the local plants have been suc- By William A. Sullivan manufacturers. 
T. J. Sullivan Shoe Co. 


cessful in booking new business on 
exclusive style numbers. The possi- It. looks. ts oan B Dunl 
as if we had map eeT im rc 


bilities of the new fancy oxfords 

have been emphasized in several of ahead at .ca 
these new shoes, with the result that 

the oxford pattern is very much a Sosthess ix emaxt: Co of ini: senemaner ae 
style number. Local welt factories novelty styles. of its business with the L. A. Crossett 
are now doing a very substantial Indeed, I am sure | Co., North Abingdon, Mass., 
business on these fancy oxfords. of it. Conditions peng ag od : Tee Lk Oa 


November 13, 1926 


meet you. 





Production is slowing 


Lynn down this month. A 


quick recovery is expected next Wm. A. Sullivan are constructive. 


month. Merchants are cleaning out 
present styles to make room for new eral trade conditions affecting 


fashions. Once again it may be re- industry are 
ported that there are more styles body yet has ever gone 
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THE SHOES YOU ORDER ARE THE SHOES YOU 
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Col. Jim Richardson, shoe traveler 
“vet.,” honored at a recent special 
luncheon at La Salle, Chicago, on 
eve of his temporary retirement 


Frank B. King, chairman of the 

N. S. T. A. Shoe. Style Committee. 

He sells the line of Wm. Goldstein 
Co., Inc., New York 


BOOT AND SHOE RECORDER 


George Dyer sells the men’s line of 
The Dalton Co., Brockton, in New 
York City 


Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 


HOE travelers in attendance at 

the National Shoe Style Confer- 
ence in New York, Nov. 4 and 5, 
were: Frank B. King, chairman of 
the N. S. T. A. style committee. Mr. 
King is vice-president and sells the 
line of the Wm. Goldstein Co., Inc.; 
T. A. Delany, N. S. T. A. secretary; 
George Dyer, who sells the Dalton 
men’s shoe line in New York City; 
P. J. Watson, who covers New York 
State and New England for E. P. 
Reed Co.; Charles W. Morrill, who 
sells the Durand Shoe Co.’s line, and 
L. M. Wright of the Goodyear Rub- 
ber Co. 


OL. JIM RICHARDSON, old war ‘ 


horse and 86-year-old vet of the 
Chicago Shoe Travelers and of the 
National Shoe Travelers’ Associa- 


tion, isn’t leaving the shoe trade, as" 


was reported. He’s going to rest a 
little while and then he’s going back 
into harness with the La Crosse Rub- 


bers. The La Salle dinner was 


attended by about 40 of the Chi- 
cago Shoe Travelers. B. C. Bowen, 
vice-president of the 

made the farewell address to Col- 
onelt Jim-for the association. -~ - 


in the Nation 


BY HELEN M. HANEY 





_ Just~a handclasp and 
Jim—. 





oe e 


TO COL. JIM RICHARDSON 


Just give us your hand, Jim, 
And let us say goodbye, 


4 


Just a handclasp and we're 


gone, Jim, 
And afterward ... we'll try 
To remember the things you’ve 
said, Jim, 
And the things you used to 
do— 
The days when you were here, 
Jim— : 
It’s a picture bright and true. 
Old friends will not forget, 
 Jim— - 
Nor recollections fade 
Of — and the fight, 


_ We all know you have made. 


So just give to us your hand, - 
Jim-~ = som digecmica ai 


‘And let us say goodbye: 
; we're _ 

- gone, ad oe 
We'll remember ... >-you-and 
L—Gordon L. Anderson of 
the  “Recorder’s” Chicago 





~ - 2 a 7m ——- 
\ 





HE Iowa Shoe Travelers’ Asso- 
ciation: met at the Hotel Des 
Moines on Satu , Nov. 6, and de- 
cided on plans for increased mem- 
bership as well’ as on delegates to 
attend the N. S. T. A. convention in 


C. King, C. H. Adams, Sumner C. 
Koch and P. K. Jolly. 


ey SS 
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“MADE TO YOUR ORDER’ 
‘Three to Four Week Delivery 


Lnported Sher Kid 
One Strap 


MADE ON MODIFIED OR ROUND 
TOE LAST, 20/8 SPOOLED 
SPIKE HEEL 


























IN GENUINE IMPORTED 
GOLD KID, $5.25 





ORDERS TO BE FOR 24 PAIR 
CASE LOTS ONLY 
Terms 5%—30 Days 


Lnported Silver Kid 
Seamless cies 


MADE ON MODIFIED OR ROUND | 
TOE LAST, 20/8 SPOOLED 
SPIKE HEEL 


IN GENUINE IMPORTED 
GOLD KID, $5.00 


— wy | Good line Deserves Popularity” | 
-Duane_Shoe @mpany, 


143 DUANE STREET NEW YORK 
Factory: 115 Essex St., Haverhill, Mass. 
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RANK L. ARMSTRONG, presi- 

dent of the Boot and Shoe 
Travelers’ Association of New York, 
urges every member of that organ- 
ization to appear at the annual meet- 
ing, which will be 
held in Room 608, 
Marbridge Building, 
New York, at 1 p. m. 
Nov. 27, as several 
highly important 
subjects will come 
up for decision. Of- 
ficers for the new 
year will be elected, 
delegates to the 
Travelers’ National 
Convention in Chi- 
cago in January are 
to be selected, and a 
delegation to the 
National Council of 
Traveling Sal es- 
men’s Associ ation 
also will be chosen. 


HE Ladies’ Auxiliary of the 

Northwestern Shoe Travelers’ 
Association held its first meeting of 
the season at Mrs. Henry Thorson’s 
home. It was decided that the 
charity dance, the proceeds from 
which will be used to fill Christmas 
baskets for the poor, will be held 
at Joppa Lodge Auditorium, Nov. 27. 


ERNON A. DICKSON, for- 

merly representing Williams- 
Clark Co., Lynn, Mass., is to cover 
the territories from Boston to St. 
Louis, up to Kansas City, then north 
to St. Paul, coming down through 
Chicago, covering the larger cities 
such as Philadelphia, Pittsburgh, Co- 
lumbus and Detroit, for Sheehan & 
Egan of Lynn, Mass., makers of 
women’s flexstitch shoes. 


C. (CON) MORRISON, well 


@ known Canadian shoe travéler, 


has taken the Murphy & Saval line 
in the Dominion. He will cover the 
territory from Winnipeg to Victoria, 
B. C., where he has many friends. 
Rosecrans Murphy expressed him- 
self as being very happy in the new 
connection an dis looking forward 
to some fine Dominion business. 


Ox or about the last day of the 
third week in December the 


Boston Shoe Travelers” on 
will hold its annual meeting. Billy 





Carroll R. Brown, now with 
Leonard & Barrows, makers of 
men’s shoes, Middleboro, Mass. 


| 


Noll will send out the notices in 
due course—and on and about that 
date The Reds, the membership 
team headed by Syd L. Curry, and 
which lost by just one name, to the 
Blues captained by 
George Loveley, will 
pay for one of the 
best duck dinners 
obtainable to the 
winning team. 


ILLY NOLL, 

in charge of 
sales to the shoe fac- 
tories of Catspaw 
rubber heels, paid 
his three election 
bets of two cigars 
and one box of 
candy promptly. A 
few hours: after he 
read his morning 
paper on Nov. 3 and 
ascertained the re- 
sults, Tom Delany, 
the National Secre- 
tary; Fred Monaghan of the Shoe 
and Leather Reporter were smoking 
cigars on “Billy,” and Helen M. 
Haney of the RECORDER was the re- 
cipient of a box of candy. 


ARRY- P. 

LYNCH, 
vice-president of 
the Boston Shoe 
Travelers’ Asso- 
ciation and N. S. 
T. A. “booster,” 
for many years 
with Howard & 
Foster, has sev- 


concern and is 
now enthusiasti- 
cally interested in 
the Super Flex 
Toe, Ste- 
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Harry says: “I am not only 100 per 
cent sold on the Super Flex product, 
but on the Stephenson & Osborne 
personnel.” Mr. Lynch has been 
one of the big boosters of the new 
N. S. T. A. group insurance plan, as 
well as of shoe travelers’ associa- 
tions and their individual members. 
During his nation-wide travels with 
Super Flex he intends to extend his 
work for the N. 8. T. A. and for its 
locals. 


L. GOODWILLIE, a _ well 
@ known shoe traveler, who 
represents the Glove Grip line on 
the Coast, recently related how Port- 
land was named. Two early settlers 
from New England, one from Bos- 
ton, the other from Portland, Maine, 
both wanted to name the new town. 
A flip of a coin determined that the 
name should be Portland. 


R. RATCLIFF, sales manager 

@ of the Bradford Shoe Co., 
Columbus, is back to the factory 
again after an extensive Pacific 
Coast trip. For two weeks he trav- 
eled with Jack Doucette. a 


NEWMAN, with Boston office 

@ at 139 Lincoln Street, sells the 
turn and McKay line of Martin & 
Dierauer, Inc., Haverhill, Mass. Mr. 
Newman travels 
as far West as 
Chicago. He 
states that his 
factory is run- 
ning at capacity. 
He believes that 
the public wants 
better shoes, and 
that the small, in- 
dependent plant, 
or shoe store, op- 
erated with low 
overhead, can win 
out over the big 
one. ; 


MONG the 
new mem- 
bers recently ad- 
mitted to the Wis- 
consin Shoe Trav- 
elers’ Association 
are “Jack” Pin- 
who sells 
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REG.U.S. PAT. OFF. 


Basketball and gymnasium teams, more and more, are 
favoring Keds. The new numbers and improved favorites 
have established Keds as the standard shoe line for all indoor 
athletics. With the season now about to open, you can build 
up your fall profits with a representative stock of Keds. 


ee a > a ~ Bk  2  e  ) 


United States Rubber Company 


“SPRING-STEP” 
A new arch cushion Keds. 
Relieves foot: strain. Arch 
supporting stays. 


mes ef ms PH 


“CREPE SOLE 
METEOR” 
Feather-weight shee, 
vulcanized crepe sole. 
Great favorite. 
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Shoes 


Make Good 
Christmas Gifts— 





Sell "Em With Holly! 





NE of the surest methods of 
YO selling more pairs of canvas 
rubber soled shoes, or any 
other merchandise for that matter, is 
to give them prominence in the win- 
dow display. Canvas rubber soled 
shoe trims are easy to arrange and 
rubber shoe manufacturers are al- 
ways ready to supply suggestions 
and materials to give the well-fea- 
tured pairs or singles the right “‘set- 
up.” Lever, the Shoeman, Colum- 
bia, S. C., devoted his entire store 
front to a display of Keds, gave his 
merchandise the right balance, and 
walked away with a prize in the 
1926 Keds Window Display Contest. 


NVAS_ rubber soled’ shoes 

should be displayed in every 
holiday trim from now until Christ- 
mas Eve. With the growing popu- 
larity of basketball and gymnasium 
play for the boy and girl; with local 
pride running high in city or coun- 
try town teams, the members there- 
of all wearing canvas rubber soled 
shoes, progressive retail shoe mer- 
chants everywhere are “cashing in” 
on canvas by showing it and telling 
about its many utilities as a sport 
shoe, 


Y up the numbers you already 

have in canvas rubber soled 
shoes, for brand new canvas rubber 
soled shoe models are coming. The 


1927 tennis line is now being sam- — 


pled to retail shoe merchants and to 
shoe wholesalers at lower prices 
than those prevailing last year, on 
account of the drop in the cotton and 
crude rubber markets. The new 
line is attractive and is being well 
received; advance orders indicate a 
record trade when factories gener- 
ally switch production from winter 
to summer goods, as is their custom 


BOOT 


Basketball 


So Do “Gym” Shoes 


The Trick is in the Trim 
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This window of Lever the Shoeman, Columbia, S. C., was a prise winner 
in the recent Keds Window Display Contest. 


about Jan. 1. It may be in order 
to again explain that the factory 
equipment required for the making 
of canvas is entirely different from 
that used in the making of gaiters 
and heavy goods generally. Conse- 
quently the production of both light 
and heavy rubber goods cannot go 
on at one and the same time in the 
same plant and winter goods must 
be cleared before summer goods are 


£ “GYM” SHOES MAKE GOOD 3 
GIFTS 


Feature Rubber Shoes. and Can- 
vas as Christmas Presents and 
Sell More Pairs 

If the retail shoe merchant 
will feature each week from 
now until Christmas eve some 
number in his canvas rubber 
soled shoes, or heavy rubber 
goods line, he will sell more 






















































started. There are many novelties 
in the 1927 line—many color com- 
binations and other “sport marks”— 
quite in keeping with the trend in all 
lines of men’s and women’s sport 


apparel. Approximately 10,000,000 
yards of duck, drills, enameling 
ducks and sheetings will be used in 
making the 1926-1927 tennis shoes. 


MONG some of the new features 
in the 1927 lines is a “Zip” ten- 
nis shoe called “The Flash.” This 
shoe carries the “Hookless” fastener 
instead of eyelets and shoe lacings. 
Converse is presenting, in addition 
to the white and brown tops, a line 
of gray in several numbers, with 
colored fabric eyelet stays and ankle 
patches, and in the higher price 
shoes colored effects in genuine 
leather. The United States Rubber 
Co. has created a closed vamp 
blucher model which appears in sev- 
eral of its numbers. 


ESS changes have been made in 
the basketball line for 1927 than 

in other lines, as these shoes have 
been developed after long experi- 
mentation and according to plans 
worked out by professional players. 
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Fashioned by Master Craftsmen 


Nunn-Bush 


Ankle-Fashioned 
Oxfords 


for Well-Dressed Young Men 


Illustrated—Tue CHus 
No. 1362—Ebony Calf. Soft Box. A to D. 
No. 2362—Same in Imperial Tan Calf. 


In Stock—$5.60 


NuNN, BusH & WELDON SHOE Co. 
MILWAUKEE, WIS. 


Eastern Stock Department 
NUNN-BUSH SHOE CO. 
144 Duane Street, 
New York City 


November 18, 1926 








8, 1926 
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Every Question Needs an Answer 


my town or city? 

18. How many people are there 
in each class? 

19. What are the opportunities 
for reaching a wider market, that is, 
out of town? 

20. Am I making a definite appeal 
to any one class or am I spreading 
my efforts over several classes? 

21. Am I profiting by past and 
present experience in knowing the 
likes and dislikes of my clientele as 
regards shoe purchases? 

22. When does my market buy and 
how much of each grade of shoe— 
by months, seasons and special oc- 
casions? 


Take a Look at Your Stock 


23. Are my stocks made up of the 
shoes that appeal to the market I am 
trying to reach, that is, am I carry- 
ing the price, quality and style of 
shoe in which my desired market 
should be interested? 

24. Am I carrying the proper 
amount of stock to fit the fluctua- 
tions in demand by months, seasons 
and special occasions? In other 
words, am I taking enough pains to 
see that I am never overstocked or 
understocked ? 

25. Have I so wide a range of 
prices that stockkeeping, selling and 
selection on the part of the cus- 
tomer is difficult? 

26. Is my stock so arranged on the 


They Saw Snakes 


[CONTINUED FROM PAGE 41] 





shelves that service is as speedy as 
possible? 

27. Am I scattering my purchases 
too much? 

28. Am I too content to stick to 
old sources rather than being on the 
lookout for new and more profitable 
sources ? 


Then Consider Your Competition 


29. What stores in the city are 
my real competitors, that is, are try- 
ing to sell to the same market as I? 

80. What is the strength of this 
competition? 

31. What seem to be the reasons 
for the strength of those stores at 
the top of the list and the reasons 
for the weakness of those stores at 
the bottom of the list? 

82. What advantages have any of 
these stores that we do not enjoy? 

33. What advantages has my store 
that others do not enjoy? 

84. Are we on congenial terms 
with our competitors and working 
with them to increase the total vol- 
ume of shoes sold in this city? 

35. How does my advertising com- 
pare with competitors as regards 
volume, media and personality? 


You Can Now Consider Advertising 


36. Are we setting up an adver- 
tising appropriation according to 
some plan or are we simply spending 
in a hit-or-miss fashion? 








37. Are we budgeting our adver- 
tising ideas just as we are our 
money and stocks? 

38. Are we planning our advertis- 
ing sufficiently far in advance so 
that we can have proper and ade- 
quate stocks and well written, 
effective copy? 

89. Are we selecting the most 
effective medium or media for reach- 
ing the market to which we are try- 
ing to appeal? 

40. Are we employing effective 
selling points in our copy? 

41. Is our copy concise and co- 
herent? Are the words well chosen? 
Does the headline get attention and 
produce interest? 

42. Are we employing type, bor- 
ders and layouts that produce a 
pleasing appearance? 

43. Does all our advertising re- 
flect the atmosphere which I am try- 
ing to build up around my store? 

44, Are my windows trimmed at- 
tractively ? 

45. Are my window displays 
changed often enough? 

46. Do my window displays tie in 
with other advertising I am doing? 

47. Am I taking full advantage of 
the advertising of manufacturers 
whose shoes I carry? 

48. Am I checking the returns 
from various pieces and classes of 
advertising in so far as such a check 
is possible? 
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Ferris Shoes for Children and the grow- 
ing Miss—the quickest-turning stocks in 
your store—you will find. 





UICK-TURNING merchandise—that’s 
what every live merchant must have 


today. 


It used to be that about three-quarters of 
your junior Department shoes were staples 
that could be repeated season after season. 
But no more. The girls of today know more 
about shoe styles than their mothers and de- 
Parebeent Msard vamp with mand new things. You can’t afford mis- 


covered heel in Airdale suede. takes. You’ve got to select shoes that will 
Style No. 45. 








turn quickly and make room for the new 





things always on the way. 


There’s just one safe method—buy Ferris 
Shoes. They are designed to captivate the 
young girl—and built over lasts that allow 


for the natural development of the growing 


foot. 


Would you like to see pictures I 
of some of our latest ideas? 


o 


te FERRIS SHOE sve. 


For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest Shoes 


PHILADELPHIA 
Welt Factory at Philadelphia, Pa—Turn Factory at Cleveland, Ohio 
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The BEADA 


TURN BEADED SLIPPERS 


Stocked in Patent Leather, Black Satin and 
Black Velvet. Infants’ to Misses’. 


AMELIA 


WELT OXFORD 


Patent Leather with Black Serpent Panel 
and Vamp Saddle. Tan Calf with Tan 
Serpent. Misses’ and Growing Girls’. 


Ss 
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‘The Proof of the Pudding 
is inthe Eating eee 


Old Proverb> 





OF THIS PUDDING 
PALATABILITY 


The Fastidious Epicure Knows only one 
proof—the Eating. 


The nimble fingers, which mix the delicions in- 
gredients, eventually whetting his appetite with that 
rare “Bit of Taste,” bind him to Quality Satisfac- 
tion—just that—but its Enduringly Permanent. 


There exists no greater “Merchandise Epicure” 
than the Dealer Connoisseur—and he knows his 
Pudding. 


He has literally fed his customers—these Extraor- 
dinarily Exacting mothers—the Modern Modish 
Miss—and Brother Bob, who wants “Kicks” like 
Dads. 


What a Host to meet and conquer! 
Yet, Dealer Satisfaction means “All-Round Satis- 
faction.” 


It means the Manufacturer “Was There With the 
Pudding”—Quality Merchandise, Style that was 
Seasonably Permanent, Dealer Cooperation that 
meant Today’s Service for Tomorrow’s sizes. 


The Proof of the Pudding Js in the Eating. If you 
.too wish the Proof, why not join the ranks of the 
“Satisfied Tasters ?” ; 


DR. A. POSNER SHOES Inc. 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE 


140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY—ROEBLING & HOPE STS., BROOKLYN 















142 


i i eel 


WHERE TO BUY 
Men’s Shoes 


Oli eel hi ei iid li ii edi 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 





Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 


BoorT 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 






































().. A. PACKARD CO., Makers 
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Left to right: 





The Sterling Shop of Buffalo B.A having a good demand for this black satin with its 
Cuban heel. 


id strap Poe 


mis’, duck ns. a 
Bleu kid. A new Fall color tone in fine kid at $12.50. 


F. E. Foster Co. 


this “Campus” pump in 


Artcraft Shoe Store of Washington, D, C., presents an amber alligator, tailor fashioned 
at $12.00. 


An Exclusive Recorder Feature Covering the Entire Country 
in a Telegraphic Style Survey, Giving Positive 
_ Information 


HAYER McNEIL réports that 

the girl’s oxford, at $7.50, has 
been the outstanding seller as a 
sports oxford. “Talking” to buyers 
of Girls’ School and College Shoes, 
the plain tan oxford, being a staple 
line, obviously leads; the sport 
number comes next. Henry Dahl, 
buyer, also says that in dress lines 
for girls, the one strap patent 
leather is the leader, with patent 


leather cut-out lace tie a popular 
number. 


ARRY VOLLRATH of the H. 

and S. Pogue Co., Cincinnati, 
declares that there is a heavy de- 
mand for black patents with 
trimmings. Open-work tie oxfords — 
without the tongue are ding 
favor, especially in black patent an 
mahogany kid. This pattern 
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What Is Selling 


Left to right: 
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The St. Paul Walk-Over store says the Marigold is one of their most successful 
patterns for Fall. 


Daniels of Cincinnati features pee eg 


pump of patent leather at $9.00. 


Note 
ramp. 


I. Miller, New York, says that to the particular type of tailored women to whom they 


cater this ap 


J. A. Meadows, Nashville, is well satisfied 


creation of Suede and Crocodile is meeting with a good reception. 
with their sales of the $10.00 street tie 


of tan calf with its lizard trim. 





simulated alligator and lizard 
leathers also is having a good run. 
According to Mr. Vollrath the call 
for evening shoes has come un- 
usually early this year. Here taste 
varies considerably. Gold and silver 
brocaded shoes with gold and silver 
trimming are attracting attention, 
while gold and silver kids are sell- 
ing well. Both straps and pumps 
are being displayed. 


HE POTTER SHOE CO., Cin- 

cinnati, reports: A one-strap 
buckle pump in genuine alligator 
is being featured in a big way. This 
store is showing a patent with 
buckle strap, round toe and Cuban 
heel. Another number which is 
proving to be in demand is a tie 
effect in brown and beige calf, and 
in two-toned brown suede. 


HE KNIGHT SHOE COMPANY 


of Portland, Ore., report that 
heavy oxfords are selling fast, and 


that the one advertised has sold 
exceptionally well. Black oxfords 
are showing a large gain in sales. 


AVID GOTTLIEB, manager of 

the Stetson Shoe Shop, Wash- 
ington, D. C., reports that they had 
a good run on lizard calf trim ox- 
fords in October. The demand now 
is for light tan Scotch grain with 
contrasting tan calf collar trim 
blucher effects, square toe, square 
brass eyelets, flexible soles, misses’ 
and youths’ at $5.85, growing girls 
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Sei elie nadie eh os 


WHERE TO BUY 
Men’s Shoes 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
of 


SHOES and RUBBERS 
Every Wednesday and Friday 














OCKTON, MAS 


WHERE TO BUY 
Standard Shoe Materials 

















T. W. Bese i VET Treas. 
F. BE. JONES CO. 


FANCY COLORS — 


MAT KID 





























WHERE TO BUY 


| Men’s & Women’s 
Slippers 


Pa 6 OS Oe PT es ree 


ee 





The Quality 
Pullman Slipper 
RED BLACK TAN 





Swan ShoeCo., Baltimore, Md. 








IN STOCK 
$1.00—5% 10 
days; case 

lots; gen- 
uine kid 
tum; rubber heel; 
rights and lefts: 3 to 8. 
WM. SUMNER SMITH 





325 Monroe Street 











PARIST YLE FOOTWEAR MFG. CO., a 


41-45 Washington Ave., Brooklyn, N. 
Now York Office, Room 1116, 1328 ine 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


T $24.00 per doz. and Up. 
ta 











Soft-Sole Leather 
Boudoirs and Novelty 
Kimono Sandals 

Write for Prices 


BEST-EVER SLIPPER CO., Ine., BROOKLYN, N. Y. 















Novelty Slipper Co. 
Makers of 
Boudoir Slippers of the 
Better Kind 
121-131 West 19th Street 
f New York City 






















PULLMAN TRAVELING SLI 
better*than ever in Quality and fit _ 
; owner of Trade Mark Pullman 
MADE ONLY IN GENUINE 
GLAZED KID 

lack and 


full sze3 3 toll in Stock 


M. GUSTIN ES. 
-WISDSt 
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WHERE TO BUY 


Store Fixtures 


GOODWINDOWS 
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C. D. Cline of the French Slipper Shoppe, Los Angeles, finds that this new Fleurette 
pattern is selling well in all the combinations of satin and colored ooze. 


Al Katchinski pd San Francisco presents a duplication of the Paisley Shawl colors, 
rimmed and strapped with silver kid at $8.00 the copy. 


I. Miller’s State Street Shop in Chicago is featuring a three eyelet oxford in patent 
leather, brown and black satin. 


Hoskin’s Bootery of Toledo stresses this inspiration of black suede with its slender 


bands of black patent and a graduated front strap of patent that extends to the tip 
of the toe. 








L KATCHINSKI of San Fran- 

cisco, Cal., reports that their 
Paisley slipper was a most satisfac- 
tory seller, but they did not reorder. 
They are confining evening slipper 
styles to silver kids, operas. and 
straps. The big thing in demand 
today is satin, particularly slip- 
ons, but believe patent will come 
into its own with the first rain. 
Lack of rain has retarded business 
in this city. 


LFRED J. RUBY of Chicago, 
Ill., reports that their shoe has 
been a big seller. They are also 
making this combination in ladies’. 


HARLES D. CLINE of the 
French Slipper Shoppe, Los 
Angeles, Cal., reports that the Fleu- 
rette pattern is selling well in all 
materials and is very much admired 
by his class of trade. Patents and 
suedes are selling good at this time 
for street wear. Satins are moving 
briskly for afternoon and dinner 
wear, while evening shoes have 
taken quite a spurt in the past ten 
days. 





RED S. STEWART COMPANY 
of Atlanta, Ga., report patent 
lizard trim Billiken sold well and 
continues so. Tendency for Spring 





seems to call for wild patterns in 
children’s low cuts. 


D S. CHENEY of F. E. Foster 
@ & Company, Kansas City, Mo., 
report their Campus pump a suc- 
cess, being a graceful, practical 
shoe. Volume business with better 
grade: are antelope, black and 
crottle brown. Sales  fifty-fifty 
straps and ties. Black patent ties 
lead. Undergrades cherry and 
other colors slow. 


HE WETHERBY KAYSER 

SHOE COMPANY of Los An- 
geles, Cal., report their Pelham 
model a good seller. Tans eighty 
per cent. Medium shade tan oxford 
with medium broad toe leading 
here. 


MILLER & SONS, INC., New 

@ York, report their Mardi pat 
tern is a fairly good seller. This 
shoe for particular type of tailored 
women to whom we cater. Present 
demand is for smart black shoes 
and brown shoes. Ooze calfs in 
good demand. Patent leather 


holding its own. Black satin pick- * 


ing up. Evening slippers very bh 
Genuine reptiles bigger — 
Alligators for walking and e 
tailored purposes, Lisanti 
snakes for dress purposes. 
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Left to right around the circle: 
Fred §. ye pw pe ow he wwe png Re BL combinations of 
colored leathers. 


patent, tan calf and white nubuck trimmed 


with lizard and 


Sape ee ey eS C., is making a hit with this light Scotch grain 
its contrasting tan misses. 


tan calf for 


ANOS 5. DG SE OE Se ee eee Ds SS eee eee ee 
the various leathers. 


Thayer McNeil Co. 6 SS Se a ee 


oxford at 





Arouse Men’s Shoe 
Appeal 
By Jesse Adler 


OR years and years we have ad- 
F mired -that beautiful creature 

we all call woman, not only for 
her charm and loveliness, but for her 
ability to dress well; and does not 
this wonderful bit of femininity pay 
more attention to her footwear than 
to any other of her wearing apparel, 
and does not man look to her shoes 
first of all when he admires woman? 
Then why is it that we men pay so 
little attention to our own shoes? 
Why do we dress ourselves correctly 
in every way and neglect that most 
important feature of all—our feet? 
Not only it is necessary to change 
one’s shoes often from a health and 
comfort standpoint, but it is an ab- 
solute necessity to dress our feet as 
we do our neck, if we wish to travel 
the path set for us by modern civ- 
ilization. 


All of us, besides having sex ap- 
peal, must have checks appeal to 
bring out dress appeal, and let me 
say once and for all that dress ap- 
peal goes a great way toward the 
success of man, so why not, each and 
every one of you retailers, who give 
soles to mankind—why not get be- 
hind the thought “Look to your 
shoes” ? 

Say it to your friends, to your 
clerks and your customers, and most 
important of all, say it to yourself, 
and start the shoe ball rolling by 
dressing your feet as they should be 
shod, in shoes for the occasion. 

I am real optimistic as to the com- 
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WHERE TO BUY 
Ballet Slippers 













BALLET ee sTOCK 
of the unusual kind 
S102 Bik. Glazed Kid, Soft Tes 


BES ts 


SCHWARTZ HERDER, Inc. 
Specialists in Manufacture 
241 No. 11th Street - Philedelphia, Pa. 








IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 
Misses’ 
$1.20 pr. 
Childs’ 
nce 15 pr. 






sar Deane Sty Row York, X. 








LYONS AND COMPANY 
Hand Tern BALLETS 


Wo's. Miss’. Ché's. 
$1.60 $1.45 $1.40 






























WHERE TO BUY 


Miscellaneous 


h 






































































Ese 














146 


elit ai lid 


WHERE TO BUY 


Women’s Novelties 


Send a our Sotent 
$3 to $5 


Correct fh Pri 
Riont! Styles—Prices 


Samuel Cohen Shoe 
— 
72-82 Linesin St. 
Boston, Mass. 


6h 6 





sane Styles at 
Popular Prices 
ays in Stock. ~ 








wel ST~NEW YORK CITY 
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WHERE TO BUY 


Shoe Ornaments 


A 





MAZER BROTAER 
Newest. Importations 
Cut Steel and Rhinestone 


SHOE ORNAMENTS 
Studded Heels _ 
6°8 W.32nd St.New York. 
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WHERE TO BUY 
| Children’s Shoes 


OF Ee 


“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office, 183 Essex Street 
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WHERE TO BUY 
Stylish Comfort Shoes 


I 





i el elie 





DR CAMPBELL’S 
HEALTH SHOE 
Ask to See Other 
New Styles 
Powell & Campbell 
122-124 Duane 


Strect, 
New York City 
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What Is Selling 





Will Knight of Portland flashes the good news 
that heavy oxfords 2 selling fast, especially 


John Ward stores of New York say this custom last that is de- 
veloped in a wing tip pattern is going strong. 
















Weatherby Kayser of Los Angeles has a good heavy weight Scotch grain with extension soles 
and brass eyelets that is meeting with much favor at $10.00. 


Park-Brannock Co. of Syracuse with their 


“Varsity” at $7.50 report a most favorable 
response, 
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Style Is Everything 


Give me style or give me nothing 
is what the girls say in California 


ANTA BARBARA, CAL.—Style, 

the boast of every pretentious 
shoe store everywhere, is a buga- 
boo as well. 

This is proven, no doubt, by the 
experience of many a merchant. It 
is well illustrated by W. D. V. Smith, 
of Santa Barbara, Cal. 

“Style, style. Style is everything. 
And it’s changing, changing, all the 
time. There’s no such thing as 
staple shoes any more.” 

With this observation, Mr. Smith 
turned from the interviewer to the 
telephone and dictated a message to 
a manufacturer in which, with his 
order for a few—a very few—new 
things, he asked the privilege of re- 
turning a larger quantity of goods 
previously purchased. 

“We’re kept guessing all the 
time,” he explained. “If we buy 
what we think the trade demands, 
along comes a style change and 
leaves us high and dry with shoes 
on our shelves that can’t be moved. 
If we buy too sparingly, we lose 
sales, and there you are. 

“Time was when. we bought shoes 
twice a year. And then we were 
able to please most everybody with 
a few staple lines. Now we buy 
from four to six times a year, as 
style requires, and have far greater 
difficulty in meeting the exacting de- 
mands of the public. 

“The staple shoe has gone, along 





with the shoe-top skirt and other 


so-called conventional things in 
dress. 

“Style is first—quality second. A 
shoe must be pretty. It does not 
have to be good—extra good, that is 
—to sell. I have proven this many 
times. If a thing is not stylish, it 
won’t sell. That’s all there is about 
it. It’s a waste of time and a waste 
of money to advertise old styles, no 
matter how low the price. The aver- 
age person will turn down a $12 
value at $6, if it’s old stuff—that is, 
not stylish—for a $6 value, with 
style, at $6. 

“Women’s shoes are like women’s 
hats. The appeal is just the same. 
Appearance sells. There’s one dif- 
ference, though—a big one, from 
the merchant’s standpoint. The shoe 
man can’t charge for style. The mil- 
liner can—and does. 

“But women are not alone in de- 
manding stylish, pretty shoes. Men 
are fully as bad. And they are not 
all young men, either.” 

Mr. Smith places great stress on 
his display windows. They offer the 
best means of advertising, he be- 
lieves. An island case at the en- 
trance to his store, has been espe- 
cially productive. Repeatedly Mr. 
Smith has placed some distinctive 
shoe in this case, and has been re- 
warded by as many as a score of 
sales in a single day. 

Mr. Smith is a representative shoe 
dealer in Santa Barbara. He has 
been in business for seventeen years, 
and his store on the principal street 
in the city, is one of the most at- 


tractive and complete along the biel 


cific Coast. 
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LAMB WAS at a premium. An Oakland, 
California, meat-packer learned that a large 
number of lambs were to be put on 
the market in Ogden, Utah. He got in 
touch with the commission man by long 
distance telephone. In a five-minute call 
he purchased close to 10,000 head. Price, 
about $90,000. Cost of the call, $6—a 
of at least $150 in traveling 


expenses. And it enabled the shipment to be started immediately. 


Two MILLION times each day, America’s 
toll and long distance lines are called upon 
to get something done, to make some 
saving of time or expense. And the tele- 
phone carries the voice and purpose of the 
executive across states and over the nation 
just as readily as it does within the limits 
of a city or a neighborhood. Thousands 
of concerns are finding ways to let Long 
Distance calls lessen the wastes of delay 
and postponement. 


Have you taken stock lately of the 
vatious things Long Distance might 
accomplish for you? Is there something 
you need quickly at the most advantageous 
price ? The telephone will reach the man 
or concern that it for sale. Shipment 
can be made without waiting for the 


BELL LONG DISTANCE SERVICE 


exchange of visits or correspondence. You 
can go from one market to another in 


various parts of the country, without leav-’ 


ing your office. Likewise, if you have 
something to sell, the telephone will reach 
a buyer, no matter how busy or how far 
away he may be. Long Distance will 
accomplish your p in less time, and 
at an actual saving of moncy. 


Our Commercial Department in your 
own town will gladly assist you in laying 
out a program of long distance service 
suitable to your nip Somencre Ask a repre- 
sentative of this department to call upon 
you, without charge. In the- meantime, 
why not make a test of what distant calls 
can do? What buyer or seller would you 
like to talk with, now? . . . Number, please? 


fi: 


ges 


AKLAND 
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C-H-ALDEN COMPANY 
Designers ard 1 Makers of M ens Fine Shoes 





























A DIGNIFIED OXFORD IN TAN KID. 
BANKER LAST. 





et Boston Office: ONigh Street ,— 
lactory and Executive Offices 
ABINGTON, MASS. 
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The “Tailleur” 


Expressing Martin Weinstein’s 
conception of modish low heeled 
footwear 


Spring Showing 
MAYFAIR HOTEL 
Rooms 504, 506 
St. Louis 7 
Nov. 29, 30, Dec. 1 
Phillip Weinstein 


Jack Weisberger 
Fred Kannensohn 











MARTIN WEINSTEIN 
SHOE CO. 

35 Yorx Sr. BrookLyn 

New York Salesroom: 832 Marbridge Bldg. 

























Eight Oil 
COLORS 


heavy 150 point 





42 inches high 
—Easel Back 


$4.50 EACH 


Quantities of 


10 OR MORE 


$4 Each 





Put The 
Christmas Spirit 
IN 


Your Displays 


WITH THIS NEW ATTRACTIVE 
CANDLE CUT-OUT 


Eng Yuletide demands that your displays be above 
e. That is the season of intense merchan- 
our displays must attract unusual attention. 

thie new idea fits the Christmas spirit in a dignified 

way and makes your displays speak the Yuletide 
language. 

This candle cut-out is not only of unusual 

but has the appearance of being hand painted. 

eight oil colors used are rich and vel = ne 

The cut-out is forty-two inches 

wide at base—on heavy one hundred fifty point Stok 

with heavy — ‘back—packed one in carton. 

mer is Bn ys > ly attractive in your store or in = 

fits in readily with any a wl you 
=e ins tisk bath fer Laterier end oueie 
Insure delivery—order now—terms 2% "i 
net 30. All shipments made by express unless 
otherwise speci Prices F.O.B. Peoria. 
Fen oo guaranteed. 


PEORIA DISPLAY COMPANY 
“Makers of the Famous Vivichrome Displays” 
- PBORIA, ILLINOIS 
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REPCO STRETCHERS~ 
Standard Equipment 








In Every Good Shoe Store 


% COMPLETE stock of Repco 
STRETCHERS is a distinct asset 
to every shoe store. To have 

E © all sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STrRETCHERSare carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City i 
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The N. be the world’s largest and 
A ia a ce oe 











When In CHICAGO 


Enjoy your stay—at the New 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest—and Most Economical—Hotel in the W orld—46 Stories High 


OR a number of years the 

Morrison Hotel has been the 
chosen headquarters in Chicago of 
American shoe manufacturers, their 
representatives and out of town 
dealers. It offers an environment 
and service unsurpassed by the 
most expensive hotels, and yet it 
maintains a scale of rates lower 
than that of any other hotel of 
high recognition. 


Closest to Offices, Stores, 
Theatres and Railroads 
Rates, $2.50 Up 
At this location, the most central in the 
city, the large revenues from subleased 
stores pay all the ground rent, and the 
total saving is passed on to the guests. 
It is therefore possible to engage rooms 
here for $2.50 to $5 that would rent at $5 

to $8 elsewhere. 


1944 Outside Rooms 
Each with Bath 
E has bath, ing i ter 
pa “Bervidor, the tether aoe ne jenn 
lute privacy with its “grille” feature. 


Write for Reservations or Telephone State 8700 
Special Convention anes. on Assiication 
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IN STOCK NOW 


SAMPLES SENT AT OUR EXPENSE 


LENOX WELT 
PATENT OOLT BLUCHER 


Cote tener ee eeerereeeee 
Cee eee eee eee eeeeeeee 
weCe ee Cee ee eee ee ee) 


Same ." tan at same prices. 


A NEW ARCH SUPPORT 


LENOX McKAY LENOX McKAY SHOE FOR WOMEN 


t : : 4543 OChild’s Tan, Elk Lace, 8% to 11..$1.95 AND 
Ten Calf _ eyelet tie, tan lizard 5543 Misoes’ Tan, Elk “vend 11% te 2. 2.20 PATENT LEATHER 





tongue and saddle. 6543 Growing Girls’, 2% to 7......... 2.70 BLACK KID. 3 STRAP 
ed a i vets See. «2+ 05 OS sass pom a Catt em its to 8 2.35 WIDE ANKLE, $2.75 
en eh == eR WEIMER, WRIGHT & WATKIN CO. 
Same in patent leather with black 39 S.-Second St., Philadelphia, Pa. 


lizard t e 
ee ee ee FACTORY: ANNVILLE, PA. 


MERRITT ELLIOTT & CO., 132 DUANE ST., NEW YORK CITY 
SOLE DISTRIBUTORS FOR NEW YORK AND VICINITY 























BUCKLE-LACE TO MATCH Imported English 
Aviator Boots 
















The very latest effect 
for men’s styles — the 


Buckle-Lace exactly 
matches the welt and the In Stock 
piping! 


Perfect fit and graceful 
lines are the characteristic 
features of these superior 
quality aviator boots. 


They have developed a 
large sale among service 
men who use it for in- 
formal wear, fatigue duty 


and polo. 
B2781—17 inches high, finest 
The flat leather lace is in great pop- quality, tan willow calf, full 
ularity with men for the heavier calf lined. 
weight shoes. Bates supplies the new : 
Buckle-Lace, the welt and the piping $18.00 per pair. 


in designs that match. Ask to see the 
full line now, so you can order this 
new effect into your new models. 

B2781 


M. H. BATES CO. : 
_ COLT-CROMWELL CO., INC. Z 


BROCKTON, MASS. .|..| 596 BROADWAY coisa tea | 3 
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T=: public be pleased—is 
what St. Julian Cullum be- 
lieves, for he tried a style 
show, for his store’s public in 
Augusta, Ga. 

The Saxon-Cullum Shoe Company 
Style Review was held at the Im- 
perial Theater on the 21st, 22d and 
23d of October, showing at two 
performances daily. Frank Miéil- 
ler, manager of the theater, de- 
clared that it was the best attrac- 
tion of its kind that has ever been 
held in Augusta. The house was 
packed to its capacity at every per- 
formance. 

The performance was staged 
with settings designed for such a 


The Show Is the Thing 


~ 


purpose and each of the ten attrac- 
tive models went through her part 
in a manner that showed the shoes 
off to the best possible advantage. 


N each end of the stage there 

were large shoes six feet tall 
and nine feet long, worked up as a 
paisley evening slipper. The models 
do not come within full view of the 
audience, but walk on a raised plat- 
form with the curtain just above 
the knee. 

The first act was ten young 
ladies modeling street shoes. They 
walked slowly to the center of the 
stage, turned on a platform and 
very gracefully walked off. 


The second act was a beautiful 
young lady sitting in front of her 
boudoir, a pair of beautiful eve- 
ning slippers were brought in by 
a small girl. The young lady takes 
them and very gracefully puts them 
on, turns around several times and 
goes off stage. 

In the third act a young man and 
young lady met in the middle of the 
stage and engaged in a pantomimic 
conversation, the scene closing with 
a kiss. 

Act four—Two popular juvenile 
dancers did a cunning little dance, 
dressed in clever costumes to ad- 
vertise children’s shoes. 


Inside Stuff on a Real Shoe System 


consecutive number of the register 
and there you will have the complete 
story. 

After trying out this system for 
twenty-five years, Mr. Mathis has 
evolved many reasons which amply 
justify its existence. Here are some 
of them: 

“This method of stock recording 
shows a detailed invoice of stock 
every day, when and from whom 
each style came, how many ship- 
ments of each style. The lot index 
tells the sizes and widths in each 
shipment. It saves reference to 
bills or duplicates, saves time in 





[CONTINUED FROM PAGE 55] 


marking, saves looking up sizes in 
the shelves, for the register acts as 
a perfect size sheet record. Then it 
shows the best selling styles, sizes 
and widths, shows whether charged 
or approval goods were kept or re- 
turned, and shows the profit or loss 
on each day’s business. 

“As a check on selling, it exposes 
price cutting, forces slow moving 
stock on your attention every day, 
and makes sending out mismates in- 
excusable. The consecutive number 
is the only thing to look to in wrap- 
ping up shoes, which speeds up the 


selling. This also definitely tells 
who sells mismates. 

“The second index shows at a 
glance how many styles have 
used in each grade of shoes, together 
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VANITY 


Brooklyn Specialists 


in SHOE ORNAMENTS 


No. 3139 


A New Note! 
Twisted Tongue, Two Tone Combination 


$6.00 per doz. pair. In any combina- 
tion of leathers. Minimum order of one 
combination—one doz. pairs. 

Our new spring line is ready. 
ordering your spring shoes, 
VANITY ornaments. 


THE VANITY NOVELTY WORKS 
1261 Atlantic Ave. Brooklyn, N. Y. 


When 
specify 


; 
The Difference 
Between Turns and 
McKays 


This is only one of the sub- 
jects discussed in a 16-page 
beoklet—just off the press. In 
addition to telling how turns 
and McKays are made, there 
are, also, chapters on the welt 
and stitchdown processes. Ac- 
curate and authoritative. We 
vouch for it. 


25 cents per copy 


(cash with order) 


Boot and Shoe Recorder Pub. Co. 
207 South St. Boston, Mass. 





























The “BOSTON” 


The 





Christmas Gifts 


Self adjusting. 


Our patented Shoe Trees are Different. 
One tree fits all sizes. 


“Boston” for Women The “Ritz” for Women 
Beautifully Nickeled pam a pe 
On en 


all over. $4.00 per doz. pr. 


Men’s $5.40 per doz. pr. 
The “Yankee” 
For sample and display shoes. $3.00 per doz. pr. 


$7.50 per doz. pr. 


U. S. SPECIALTY MFG. CO., W. Somerville, Mass. 





“The Shoe Tree House of America” 





y adopted 
the Interna- 
tion 

of Masters of 
Dancing. Made by 
master cra en 
of the finest ma- 
terials and with 
superb  fittin; 
qualities 
strictly bench 














made. 

We also 

new BA 
ER 





make a 
LLET 
COVER 
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Che Breakers 


ATLANTIC CITY 


Preferred—in Autumn and all seasons—by 
those who know and want the best . . . either 
upon the American or European plan . . . 
and sensible rates withal. 


Health Baths, Golf Privileges, Orchestra, 
Dancing. Garage on premises. 
JOEL HILLMAN, President 

JULIAN A. HILLMAN, V.-President 
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You are not prompted by idle curiosity, nor are 
you seeking entertainment for a few unoccupied 
moments. 

Unknowingly, you exemplify our story. You are 
seeking and gaining information concerning your 
trade—quite logically—in the Business Paper 
which has been created to serve it. 

An A. B. P. paper, such as this one, brings you 
unbiased up-to-the-minute news concerning the 
trend of trade activities. It supplies you with 
organized knowledge and tested ideas, scienti- 
fically gathered and sifted by leaders in your 
phase of business. 

Its knowledge is nation-wide and pertinent. The 
quality of its information—both editorial and 
aditorial—is governed by its pledge to consider 
first and foremost your interests and to maintain 
the high standards of practice in all phases of 
its activities. 

Through habitual reading, you will reap full 
benefit from this, your business paper. 

THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N.Y. 
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As you turn these pages 


A. B. 





‘An association of none but qualified publications reaching the principal 


of trade and industry. 
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Women’s Comfort Turns 


Genuine Black Kid, 
TRACE MARK AEC. U.@. PAT. OFFICE Solid Leather, Rubber 
. 2. a D 

Send for catalog of i . O ; eee. 

Play Footwear ‘ $1.20. Oxfords 

for Children and $1.75. Plain toe 
Grown-Ups Carried or tip. 

In-Stock Less Than 36 Pair 


neti =e eee Sates aim, .apaty sat, a tat Lot 15e Extra 


Footwear ° Terms: 2% 10 Days, Net 30 
RKSHIRE cvs. Holliston, Mass. ee 
BE Hl Philadelphia Shoe and Leather Co. 


Pacific Coast Office, 2015 Shattuck Ave., Berkeley, Cel. 


eT 1839 Wylie St. 
TN ST PPTL Tae Tee LTT Tee Te Tere Seach ee z) 
Rhinestone Trimmed “The P lace to 


Sell Hosiery Is 
the Shoe Store” 


HREE YEARS AGO 
“HOSIERY” _ started 
to preach that text to an 
audience of over 10,000 
attentive shoe merchants. 


























INN CIcccc 


pasese5e5e5e%e 


IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 


43 N. THIRD STREET 
PHILADELPHIA, PENNA. 








Se5c5 





se a te eat ae nie ae ewe eee ee) eu ee ae ue a oe em oe ee een 


ICICI Ic 


The sown seed is growing 
with amazing rapidity. 
All over the country shoe 
merchants are putting in 
hosiery departments. 
Each month the idea 
grows bigger. 


The best argument we know of 
for Greeley Boudoirs is the exclu- 
sive stores which carry them. Al- 
ways in charming styles—always 
perfect in workmanship. This is a 

boudoir slipper which wins and 

holds trade. Can we send 
you samples and prices? 


A. W. GREELEY 


Manufacturer 


Haverhill Mass. 


Se we say to you—the 
place to sell hosiery easily 
is to the shoe merchant. 


The Boot and Shoe Re- 
corder, through its Hosiery 
Section issued on the Ist 
Saturday of each month, 
offers a direct approach to 
the most responsive group 
of hosiery buyers in the 
country. 
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BROOKS BALLETS 
NO. 600 BLACK KID 


MADE .ON RIGHT AND LEFT LASTS 
Woman’s 214 to 8 $1.45 
Misses’ 1144 to 2 1.40 
Child’s 6 to 11 1,35 
WHITE KID 30c EXTRA 
IN STOCK 


Write for complete catalog 
f 


a a 
OK S wo OP Dee & oe 
9~35 No. 6'Street Philadelph 
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Business Changes 


Los ANGELES, CaL.—Children’s Shoe 
Store (712 S. Hill Street), shoes, re- 
ported will close out business. 

Style Shoe Co., shoes, incorporated 
with authorized capital of $75,000. 

ATLANTA, GA.— Smith & Higgins, 
Inc., shoes, etc., succeeded by Goldberg 
& Steinberg. 

SAVANNAH, GA.—Max Tenenbaum 
(Royal Boot Shop), shoes, succeeded 
by The Royal, Inc. 

CHAMPAIGN, ILu.—Walter S. Swear- 
inger (Swearinger’s), shoes, reported 
sold out to N. J. Balbach. 

Cuicaco, Inu.—B. H. Shapiro Shoe 
Co., wholesale and retail shoes, re- 
ported B, H. Shapiro and L. D. Stone, 
retires. 


Jowett, Int.—Geo. Nahas & Co., 
shoes, ete., succeeded by Elias Nahas 
& Co. 


INDIANA Harsor, IND.—Ben Green- 
berg (3338 Michigan Ave.), shoes, etc., 
reported discontinued here; now in 
business at Chicago, Ill. 

HAGERSTOWN, Mp.— Campbell, Inc., 
shoe manufacturers, incorpora with 
authorized capital of $150,000. 

BosToN.—May Universal Last Corp., 
last manufacturers, incorporated with 
authorized capital of $1,000,000. 

Prime Shoe Co., shoe manufacturers, 
incorporated with authorized capital of 
$100,000. 

HAVERHILB, Mass.—Klayson Shoe 
Co., Ine., shoe manufacturers, incor- 
porated with authorized capital of 
$10,000. 

LYNN, Mass.—Chester Shoe Co., 
Inc., manufacturers, capital stock in- 
creased by $10,000. 

Young & Sampson, counter manu- 
facturers, reported oes 

Satem, Mass.— Phillips Shoe Co., 
manufacturers, incorporated with au- 
thorized capital of $25,000. 

SPRINGFIELD, Mass.—Fashion Cloth- 
iers, Inc. shoes, ete. incorporated 
with authorized capital of $25,000. 

WorcESTER, Mass.— Wheeler Last 
Co., manufacturers, incorporated with 
authorized capital of $15,000. 

Camela Formica (wife of Antonio), 
shoe repairer, filed married woman’s 
certificate. 

Detroit, Micu.—Joe Grosslight 
Credit Co., shoes, ete., incorporated 
with authorized capital of $20,000. 

51. cae gee ieatings We}, shown, ote 

t. an i 2 
store at 1952 *Fastings St. “oad to 
Samuel Gurian; continues business at 
2224 Hastings St. 

East ORANGE, N. J.—Gozzo Bros. 
(233 Rhode Island Ave.), shoes, dis- 
solved partnership; continues 
alone. 

BRooKLYN, N. Y.—Parisbilt 
shoes, ete., incorporated with capi 


of $10,000. 
Jake Smith (296 Liberty Ave.), Ott-Glick Co., N. Y., shoe department. 
ey Mf; Saag ei sat ween Inc., shoes, reported succeeded | x. Tl. Sos 0 Ae 
° . oe . ’ oes 24 2 t 
porated with authorised capita! of by F | F. Larson Broadway and 
$40,000. Mapison, W: Powe Bo Ra c.f th ot Sia 
Port CHESTER, N. Y.— Hauser & with authorized capital , Bivd., Los 
Lurie (Shoe Market), shoes, dissolved $10. <foatt 


partnership; Henry Hauser retires; 
succeeded by Nat Lurie. 

New York Crtry.—Julienne Shoes, 
shoes, etc., incorporated with author- 
ized capital of $10,000. 

Anna Lader (Mrs. Isidore) (2790 
Bath Ave.), shoes, reported selling or 


sold out. 
Pulman Co., shoes, etc., incorporated 
with authorized capital of $5,000. 


Progress 


The ups and downs of 
business are noted first 
in the ‘‘business 
changes” of a trade. The 
present situation is more 
favorable if this baro- 
meter is read aright for 
there are less changes in 
business of an adverse 
character to be reported. 
Encouraging also is the 
increase in new shoe 
stores. 


FAILURES FALL OFF 
HEALTHY situation is disclosed 


from a comparative analysis of 
this week’s business changes and 
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MARSHFIELD, Wi1s.—Andrew J. Feess, 
Inc., shoes, etc., reported sold out. 

STEVENS PoINT, WIs.— Dolke-Do- 
mack Co., shoes, etc., succeeded by 
Domack Clothing Co. 


Business Reverses 


TRINIDAD, Como.—John Mahler, 
shoes, reported assi A 

WASHINGTON, D. C.—Henry Schwartz 
(495 Penn Ave.), shoes, reported peti- 
tioned into bankruptcy. 

Cuicaco HEIGHTs, ILL. — Klorfine 
Bros. (1538 Halsted St. and 1442 
Wentworth Ave.), shoes, etc., reported 
petitioned into bankruptcy. 

BALTIMORE, Mp.—Meyer I. Goldber, 
(Goldberg Family Shoe Store) (1119 
Laurene St.), shoes, reported peti- 
tioned into bankruptcy. 

LyNnN, Mass.—Davis Shoe Co., shoe 
manufacturers, reported offering to 
compromise. : 

Boston.—Trimount Shoe Co. (336 A 
St.); shoe manufacturers, re pe- 
titioned into ptcy. 

HAVERHILL, Mass.—Kay-Perry Shoe 
Co., en manufacturers, reported as- 


signed. 
BrRooktyn, N. Y.—Lloyd Shoe Mfg. 

Co. (273 State St.), shoe soar agree: 
i 


ers, reported receiver appoin 
Albert Siegler (La Salle Bootery) 
(45 Clinton St.), sh reported meet- 


we. creditors scheduled. 

‘AR Rockaway, N. Y.— William 
Schneider (705 Central Ave.), shoes, 
etc., reported offering to compromise at 
15% cash. 

New York Criry.—Galitz & Schiff- 
man Shoe Mfg. Co., Inc. (145 Greene 
St.), shoe manufacturers, reported re- 
ceiver appoin 

ND, OHI0.—I. Kaplan (8814 
Buckeye Road and 2294 Woodland 
Ave.), shoes, reported petitioned into 
bankruptcy. 

Abra Jacobson (Globe Dept. 
Store) (2411 Professor Ave.), shoes, 


parison of business in 
week’s those for etc., reported petitioned into bank- 
November 6, it will be noted that ruptcy. 
there were a few more incorpora- ORRISTOWN, Pa.—E. A. Bennett, 
tions, with larger capital this week shoes, etc., reported offering to compro- 
than last, although last week, we re- mise at 20%. 
ported an increase of ca in one Dauuas, Tex.—H. L. Mittenthal 
instance of $100,000. firms Shoe Co., shoes, reported petitioned 
are reported as going out of busi- into bankruptcy. 
ness, in me we seg 4 instance, - 
are succeeded other firms. hoe 
ee eee ee ee New S Stores 
ported Shoe Leather S. G. & J..W. Baker, Clarksville, Ark, 
Tice doimey, tet duly re W. C. Fields, 230 N. Division St., 
well mong 75 Vesna torent Sete Gilbert 409 Hig Holyok 
as as a 75 per : 
ae op bgt oh a wd, rt, High St., Holyoke, 
Andrews Boot Shop, Jackson, Mich, 
lon Kuester, 208 Main St., Mena- 
CINCINNAT!, OHI0.— Vollman_Law- 
rence , shoe manufacturers, George Eeakete Beene Shoe ee Hur- 
R. Vollman reported retires. ley T. Drake), High &t., 
SALEM, OHI0.—Speidel Shoe Co., mouth, Va. 
Inc., , ete., reported advertising _ John Burgan, Propr. People’s Store, 
to t. py, Tex., shoe department. _ 
Minwavuxer, Wis.—S. M. Luckoff, High St., Gloucester, 
(Teutonia Ave. Boot Shop) (1045 Teu- Ohio, shoe department. 
tonia Ave.) (also Kenosha), ete, | Louis Thibaut, Franklin, N. H., shoe 
sold store at Milwaukee H. wy ; 
Shoe Store, 312 Minnesota 


Ave., Minn. : 
C. Roboff, 105 Main St., Rochester, 





' 








BOOT AND SHOE RECORDER November 13, 1926 


= 
i) 
9 





"| 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion wil) be put over to the following week’s issue. 


POSITIONS WANTED | When advertisers desire answers to come in our 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. 
LINES WANTED a vertisers desire replies forwarded direct to their 
AL OTHERS ee os am ace as yn of er ogee 
vertisement id f i z 
(pre aS $1.25 and paid for accordingly. 
ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 
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SALESMEN WANTED SALESMEN WANTED 











SALESMEN WANTED 


We can use a few more “live 
wires” to sell our celebrated line 
of Men’s Dress Welts. If you are 
one of these, write quick stating 
experience and references. High- 
est rate of commission. Twenty 
samples. Sellers. Trade-makers. 
Territories not closed: California, 
Mountain States, Washington, Ore- 


SALES OPPORTUNITY 


for four live, experienced salesmen with established trade to sell 
a favorably known line of ladies’ welts and turns, including Ortho- 
tomic shoes, on the market for 40 years, in following territories 
on commission basis—limited drawing account: ¢ 
MICHIGAN 


TENN. TEXAS VIRGINIA 
W. VA. ILLINOIS 


MISS. OKLA. - V. 
ALA. ARK. WASHINGTON, D.C. OHIO 
GA. LA. BALTIMORE IND. gon, Kansas, Nebraska, Iowa, Wis- 
FLA. IOWA consin, Missouri (except St. Louis), 
MO. Alabama, Mississippi, Louisiana. 


KY. 
N. & 8. CAROLINA NEB. MAULDIN SHOE COMPANY 
STROHBECK, 325 JOHNSON ST., BROOKLYN. N. Y. Highland, Ill. 











WANTED—Salesmen with 
ollowing states to 











SHOE SALESMAN 
Experienced, Wholesale 


One of the largest men’s shoe 
manufacturers. We will pay real 
money to real salesmen. Show 
us a record and we will pay you 
what you are worth. We want 
the best and are willing to pay 
for it. Replies held strictly con- 
fidential. Address C-474, c-o 
Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








Kansas, Missouri, Minnesota, 
Colorado, Nebraska, 


Territories are open. One of the 
strongest lines of Women’s Novelty 
McKays and Welts to be retailed 
at $4, 9% an . Areal opportunity 
for high calibered salesmen to con- 
nect with a live wire organization. 
Every style carried in stock in 
widths. beral commission ar- 
rangement. Replies treated con- 
fidential. Address C-462, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 


must applicati 
be considered. 'S 
1332 Washington Ave., St. 








S ALESMEN 
Dakota. _ T: 
McKays, 
coverin; 
pary, wn, 











W ANTED—Salesmen with established 
to t us i r 





proven ability. Refi 

a otherwise will not 
SHU STILES ING, 1330 W: 
St. Louis, Mo. 


Merchandising Salesmen Wanted 


To sell a line of medium priced men’s dress welts, backed by a powerful 
merchandising plan. Following territories open: 


Wisconsin Missouri 
Minnesota Nebraska 
lowa Arkansas 
IMinois Oregon 
Michigan Washington 
Indiana Pennsylvania 





All applications held strictly confidential. Give reference and full details 
in first letter. 


Address C-465, c/o Boot & Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 





A PROMINENT Philadelphia 
elty house desires the servi 
salesman for 


PECIALTY men to sell SLIPPER-SOX, a 

patented washable sateen boot which goes 
over slippers and under overshoes. Protects 
His ea! shoes. oat carried in pocket. 
SLIPPER-SOX CO., 552 Chamber of Com- 
merce, Minneapolis, ‘Minn. 
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SALESMEN WANTED 








SALESMEN WANTED 








Following territories open: 


A REAL OPPORTUNITY 


Salesmen wanted for exclusive representation of a line of Children’s Welts. 







































Minnesota Nebraska 

Wisconsin Kansas 

lowa Texas 
ire Ohio Oklahoma 
d- Michigan Western Pennsyivania 
ss, Missouri Arkansas 
d- Complete advertising plan. Shoes in stock. Only real salesmen with follow- 

ing need apply. Give complete details and references in first letter. 
a Address C-464, c/o Boot & Shoe Recorder, 
- 189 W. Madison St., Chicago, Ill. 
7 W se eeangpiosion, Solesmen to ase WY ANtES Stee for tered Pennsyl- 
as side line in Texas, about fifteen styles vania. anufacturer’s in-st roposi- : . 
) of popular priced up-to-date McKays, wood tion. Boys’ and Girls’ McKays ang rible Line Wanted for Chicago 
ucer with 


Welts. Must be an experienced Salesmen with large following among the 


heel American Turn novelties; new styles furn- 



















































































































































ished continually. “Only those selling large ability references. Address C-460, care Boot better class Retailers and ent 
——— city trade need apply. Bartlett, Rampulla & and Shoe Recorder, 207 South St., Boston, Stores, pe J office Sales 
Kelso, See ee — priced line Ladies’ or ‘Aisses” and Chil- 
-_ ne ’ or d - 
; = dren’s shoes—Vol rod . - J. 
D Ae WS, Tun hoe Miscou, 4 SALESMEN WANTED—Side line article for Drutke, Room Z0S8 "Security 
ve Kansas, and Ne More than $0 styles live wire salesmen oping on Shoe Stores Bldg., Chicago, in, 
ine In-Stock—Crawford Shoes for Men, retailing  andling Men’s Shoes. No large sample case 
mo at $8 to $10—Sterling Calfskin Shoes for Men,  % Sorfy. Strictly 1090 commission basis. ron tl 
ing retailing at $C rand revo All styles Ia, per _week. Give full details in first letter as L fe co sy 
sh- Process —the ‘and most dependable stock to present lrnensy’ | and line carried. Ad able line after November Ist. Address C-424 
aty system that has ever been developed by a shoe Box C-466, care Boot and Shoe Recorder, 189 care Boot and Shoe Recorder, 207 South St., 
rs. manufacturer. Write us fully regarding your- W. Madison St., Chicago, Til. Boston, Mass. ‘ ; 
ia, self, with references. Charles A. Eaton Com- 
re- pany, Brockton, SALESMAN wanted for women’s medium ESTABLISHED Shoe Wholesaler wishes 
is- — , ~ grade McKays for West, Middle West and Women’s Dress Shoes, also Men’s and Boys’ 
s), SE OE Salesmen—Handle non-confli side Southern territory. Address C-469, care Boot Welts, for exclusive distribution in Detroit and 
; tunity! o. ee eee the next Sy sae er, 207 South St, ‘ hddrese Cais, r~? Boot and Shoe "Recwtder, 
iw S. Borten, 317 Broadway, New 207 South St., Boston, Mass. ; 
—_——n SALESMEN—We have splendid side ling for 
LESMEN—Real shoe men of recogni velers. ress goods. mall 
Sue Sy established ae ge FE. a samples. F. R. DOUGHERTY & CO.,_INC., FOR SALE 
Alabama, Mississippi, Louisi Tennessee, 217 Chestnut St., Philadelphia, Pa. 
8 Ee Ok a See ele ec a 
titch-Vowns jutac- 
Geor- turers in-stock line. Liberal commission. S the following territories: Minmenta New “Shoe Factory for Sale” 
sou: Whole time or side lime. Experience and York, Pennsy igan, Ohio, Indiana, Situated in Men's Shoe Center, 
$ an references first letter. Address C-459, care lewa, N ~ gg MS Temes Machinery, Lasts, ggg ne 
| abil- Boot and Shoe Recorder, 207 South St., Arkaneas We ote manatees and office Becgment, and 
elling Boston, turers of one of the oldest lines of shoes, Motor Drive. sell all or in 
ll not - dress real QUALIT part. 
ALESMAN for Georgia. Travel by auto. line. BIG commissions paid to man. Address C-468, care Boot and 
any, 5 Stitchdowns, McKays, State ter- Established _ territory—only Ay 4 need Shoe Recorder, 207 South St., 
ritory you are covering. wn Shoe & . Address €-433, care Boot and Shoe Boston, Mass. 
a Legging Company, Hagerstown, Maryland. , 189 W. St., Chicago, Ill 
South OR SALE—An established shoe 
ra FOR RENT FOR RENT F \Weniness in Toledo, One, | Boag $4800 
Com- 
Min- 
Wis- Fi : . 
ite ine office and salesroom in 
com. ; h d XPERIENCED production man 
r heart of N.Y. City shoe trade, EXZERIERCED, mestesign en wogts set 





suitable for one or two lines. 


C-457, Care Boot and Shoe Recorder 
239 W. 39th St., 9th floor, N. Y., N. Y. 
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POSITION WANTED 


SITUATION WANTED—Salesman 37 years 
old with following in New England territory, 
possessing 14 years’ sales experience with same 
company. Can show excellent sales record. 
Desirous of making a ame anuary Ist with 
a reliable manufacturer. ddress C-470, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








FACTORY Superintendent open for position 

women’s Mc. ays, also Turns. Quality and 
Production all artments. Have bought 
spper and sole leathers. Can cost. Address 
-471, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





FACTORY Superintendent and Buyer desires 
position as salesmen on merchandise per- 
taining to shoes. Will consider commission on 
right line. Address C-472, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








AGENCY WANTED 








WELL-KNOWN FIRM 
OF BRITISH SHOE 
FACTORS 
with large Warehouse in Leicester, 


which is the centre of the Chain 
Store Warehouses, are open for 


SOLE 
DISTRIBUTIVE 
AGENCY 


of Well-Advertised Brand of Boots, 
Shoes, Slippers, Rubbers, etc., for 
the whole of Great Britain. Over 
5,000 active customers, with whom 
business can at once be introduced. 
Good opportunity for American 
Firm desiring to fix up with well- 
established firm of repute. 


Inquiries in first instance, in strictest 
confidence, to 


C-473, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 

















WANTED TO PURCHASE 








Sell Us Your Left Over 
New Yorx Export Purcuasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 


CASH PAI 


for entire shoe stocks stocks 
eS a Any 
tity. Prompt attention given. 




















BOOT AND SHOE RECORDER 


Feet First—Then Go 


Quit selling style and sell service 
Women are confused and doubt- 
ful of the fashions 


VERY day 

I hear more 

and more about 

how hard it 

is to sell wo- 

men’s shoes. 

Well, to my way 

of thinking it is 

all our own fault. 

We have sold 

style to the exclusion of everything 

else. We have talked style and 

fashion until we have confused the 

women. They are all upset. They 

shop around for days and days be- 

fore they buy for fear they will miss 

something. Just the other day a 

woman said to me that she was 

absolutely flabbergasted about 

what to buy. “I see in one store 

that snake skins are the very latest. 

In another store I am told that. black 

patents are the thing. Still another 

tells me that colored kid still holds 

the fort. I have been in a dozen 

stores this morning and every one 

of them has told me a different 

story. What am I to believe and 

what am I to buy? I cannot afford 

to buy many shoes. I am not rich 

enough to have a pair for every 

dress I own. What am I going to 
do to keep fairly well in style?” 

I excused myself a moment and 
went and got my RECORDER color 
chart. Then I asked her to tell me 
the kind of dresses she owned, 
their colors and all that. Then I 
showed her what was good with a 
pink party dress and what would 
be best for rose chiffon. After a 
few minutes she began to believe 
that I knew what I was talking 
about. But she was still doubtful 
about patterns and trimmings. I 
told her that was all a matter of 
personal taste. There was no style 
as far as patterns and trims were 
concerned I told her. -Color was 
the main thing. Shoes to go with 
certain colors of dresses. Stockings 
the same way. Then I showed her 
the main idea was to have shoes 
that fit her feet and gave her com- 
fort. I sold her on the idea that 
a shoe store ought to serve a cus- 
tomer as_good as a doctor or den- 
tist does. Feet first consideration. 
Fit and comfort. Wear and satis- 
faction. Then adapt the shoes to 
the kind of dresses the customer 
wanted to wear. Well, she is my 
customer and the store has made 
a friend for life—Uncle Dudley. 


November 13, 199% 
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MERCHANT NEEDS 








Large Assortment 
of Genuine 
Alligator and Lizard Skins 
Brocades 


S. Aprile & Co., Inc. 
Importers 


61 West 50th St., New York City 











SHOE STANDS 
WALNUT. $1.50 EACH 


MAHOGANY tipper 
OR NATURAL 12”, 18”, 24” High 











These Fixtures Made of Hardwood 
and Gua teed 
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~ MERCHANT NEEDS 











ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
WILL GET IT. WE WILL MAKE IT 
FOR YOU. 


W. E. FOLLIS ADVERTISING SERVICE 
159 N. STATE STREET CHICAGO 

















Made Only of Wood 
for all lines 


IMMEDIATE 
SHIPMENTS 
Send for Catalog 
Trg Oscar Onnen Co 


Tiw. FOURTH $F. 
SINCINNATS, O 
@e aot mere 
tures ow 








































Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 Ne. 10th Street 
ST. LOUIS, MO. 








LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 









BOOT AND SHOE RECORDER 


A One-Man Shop 


He Finds Contentment in 100 
Pairs Weekly 


N OW there 
are some 
merchants who 
do not want a 
big store. M. 
Lester of Am- 
sterdam, N. Y., is 
one. He recently 
told a RECORDER 
man just why he 
thought he was sitting pretty. “To 
give you an idea of my store in size, 
it has an eight foot front and is 25 
feet deep. Young women’s style 
shoes are carried in two grades, 
$5.00 and $5.95. The window is 
three feet square, just about large 
enough to show the styles attrac- 
tively. 

“The stock never runs over 475 
pairs at any one time and some- 
times as low as 270 pairs, in the 
height of the season. Sales aver- 
age around 85 to 100 pairs a week. 
During the five years in business, 
I have never run a sale. Here is 
my method of keeping the stock 
clean. The last of the odds and 
ends are disposed of to purchasers of 
regular shoes at half-price or 
higher, depending upon the sala- 
bility of the shoes. 

“To make it easy for the custom- 
ers, I often suggest that they put a 
small deposit on the second pair 
and I will hold the shoes until they 
are able to afford them. There are 
often 50 pairs on the shelves on 
deposits. 

“TI do not wish a larger store. I 
could not do the above if I had to 
depend on the outside help, and I 
would be forced to run sales. 








MERCHANT NEEDS 





—WINDOW 
DISPLAY FIXTURES 


SEGALLé SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


\ SEND FOR CATAIOG/ 

















STORE SUPPLIES 














H-W shoe store chairs give 
the utmost customer 
comfort in smallest space. 
Consult our store seating 
experts, without charge. 


Yeyuced -Yf Gkeficld 





Baltimore, Maryland Angeles, Calif. 
Beston 45, Mass. New York, N. ¥. 
Buffale, N. Y. Pa. 

Oreges 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 







Ne. 141 


wre tw THE CHICAGO 
ond Pris WIRE CHAIR CO, 


621 I. Le Selle Strect, Chicage, @. 
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BOOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This ix the great problem of the retail 

shoe merchants. The chief purpose of Tue Boor ann SHOE RECORDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


EVERY QUESTION NEEDS AN ANSWER. By Prof. Albert W. Frey...... 41 
FLAMING YouTH Sets Hor Pace... John Holden ................. 42 
This Is the Age of Youth, Which 
Must Be Served, With Red Hot 
Footwear 
JEWELS OF THE FEET — RICH 
NE innit niuitinet-eweveiak déie A Wonderful Store .......... 44 
The New Napier Shop in Minne- 
apolis Sets a New High Market 
in Real Beauty 
EVERYBODY DIGS BUT FATHER...... George Geuting ......ccccee 46 
THE VOICE OF THE RECORDER....... Opinions of the Editor....... 48 
ON THE HAND OF FASHION......... Miss Tailor-Made............. 50 
To Walk in Style Buy-Ways 
Cotor Is KEYNOTE FOR SPRING..... Shoe Style Conference ....... 51 
D1aRy OF YOUNG LADY OF FASHION, 
OU ap aeeeese scr: clean “9 wr Hor PU DOG 6. cei 0 se 0d cece 52 
— STUFF ON A REAL SHOE Sys- 
FE PF EE OEP ECT Eee Charles L. Mathis ........... 58 
¥ Real Story on How to Do It by 
One Who Has Done It 
O. P. I1.—OrHer Peopte’s Ipeas.... Harry R. Terhune .......... 56 
SHOE MERCHANTS NEWS .......... By Many Merchants ........ 128 
News-o’-Shoes and Men, Every- 
where 
WHo’s WHO ON THE ROAD......... Helen M. Haney ......+.+.-- 133 
Wat Is SELLING? ...........00% By TelegraQe: ©. 2s occas cecas 142 


Keep Posted on What Is Selling— 
and You Know What to Buy 


OTHER REGULAR FEATURES 
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LL-OVER leather hat, coat, bag 

d boots in a story of the 

leather age when the color and. ma- 

terial are of more importance tm 
all else. 


O.P.I 







IS where you find the 
idea to help sell an- 
other pair—this is a feature of the 
Rnceae fiat makey, gent, MONTE 
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ROGERS BROTHERS 


New Achievements 
FOR SPRING 


will make their 


Debut in St. Louts 


It is enough to say the collection is unusual and 
represents the absolute styles and materials in tune 
with Miss 1927. 


It is a versatile, valuable collection for that Lady 
of incomparable chic. 


It is a collection that when seen will leave you with 
the satisfied feeling of knowing what is smart because 
Rogers Brothers make it so. 


Meet Julian W. Rogers and Henry J. Sulkis at 
the Hotel Mayfair, St. Louis 


Rooms 110 and 112 Nov. 27 to Dec. 1 


Spotlighting Camille— 
Just one of the incom- 
parably graceful Rogers 
models for spring. 


ROGERS BROS., 59 Lincoln St., Boston 


Manufacturers and 
Distrib 


‘135 Bush St., 
San Franciseo 
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